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From the first advertise- 
ment Jordan ever ran— 
ten years ago—July 1916. 
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HE Fleming Carbon Re- 

moving Brush (now a 

Black & Decker Prod- 

uct) in the chuck of a 

Black & Decker Quarter-Inch 

Portable Electric Drill will take 

the carbon out of the ordinary 

motor in five or ten minutes, 

so easily that there is practi- 
cally no labor attached. 


Contrast this with the hand 
scraping method, where a me- 
chanic in some cases has to 
spend a couple of hours at 
hard labor with a scraper or a 
screw driver. 


Contrast the results. When car- 


bon is removed with a brush 
a smooth, burnished surface 
is left, which is the hardest 
kind of a surface for more car- 
bon to form on--whereas by 
the scraping method the metal 
is scratched up so as to make 
an ideal base for new carbon 
formation. 


A set of six Fleming Carbon 
Removing Brushes and a hold- 
er costs only $5.00. 


Fleming Valve Guide Cleaners 
cost only $1.25. 


A Wire Wheel Brush, complete 
with arbor and stand for a 
Quarter-Inch Drill (for clean- 
ing valves as per the illustra- 
e below) only amounts to 
4.75. : 














Cleanin 





You can also clean 
valves with the B. & 
D. Heavy Duty 1/4” 
Drill mounted in 
stand with 4” wire 
wheel brush. 








bins 


Ten or Fifteen 
Minutes Light 
Work by the Black 
& Decker Method. 
An Hour or Two 
Laborious Scrap- 
ing by the Hand 
Method. 


Your Jobber 
can supply 
you 
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Brake Reliner 


A quick, efficient 
means for relining 
external and inter- 
nal brakes. Easily 
attached to Press £& 
by means of special <4f9ry 
bracket. 







Disc Wheel Truing 
Attachment 





Can be purchased complete to handle 
disc wheels with the hubs bolted to 
disc and disc wheels detachable at 
hub or either type wheel only. 


Pressure Vise 
Holds shafts rigidly while 





gears, sleeves, etc. The 
greater the pressure, the 
tighter the grip. Especially 
useful for 
Ford work. 

















Enable operator to true shaft from 
bearing surface and straighten it 
without loss of time moving it. 


= Puller Clamp 


Supports small ball 
» races, gears, etc., 
while being pressed 
off shafts without 
danger of injury. 


Tool 


A quicker, better 
method of rivet- 
ing ring gears, in- 
suring tight fit of 
Tivets. 





removing and remounting 
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Ratchet Leverage— 
three leverages 
and speeds for 
heavy work, 

to 30 tons 














Hi-Speed Lever— 
quicker for light work 
to 2000 Ibs. 
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A dozen labor- 
saving tools in one 


You'll find the Weaver Hi-Speed Press 
100% efficient for your present work. And, 
by adding the Attachments shown on this 
page, you can handle more varied work and 
increase your prestige and profits. Ask your 
jobber’s salesman how easy it is to own this 
Press—or write us direct. 


WEAVER MANUFACTURING COMPANY 
Springfield, Illinois, U.S.A. 


Weaver Canadian Co., Ltd., Chatham, Ontario 


EAVER 


Hi-Speed Press 

















ADY. PICARD-SOHN, INC., N. ¥. 








That’s from 


Edward Becker 


President 


STUTZ MOTOR CAR COMPANY 
OF BOSTON, Inc. 


HERE are a lot of disap- 
| pees citizens along the 
Automobile Rows. But they are 
not New Safety Stutz owners; no, 
they are the pessimistic prophets 
of last Spring who predicted dire 
troubles for “that new car”. 


As a matter of fact, few cars that 
have been built almost unchang- 
ed for years can show as clean a 
record of mechanical efficiency 
for the first eight months of 1926 
as the Stutz. 


_ Which means low servicing ex- 
pense, full profits, and a pleasant 
business for Stutz dealers. 


If such a situation appeals to you, 
write us for full informationabout 
the Stutz Dealer-Proposition. 


STUTZ MOTOR CAR CO. 
of AMERICA, Inc., Indianapolis 





SAFETY STuTZ 
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“Actual experience with | 
our owners: Not one car 
has given any trouble.” 


September 16, 1926 








Stutz Motor Car Company of America, Inc., 
Indianapolis, Indiana. 
Dear Sirs: 
I have previously written you in regard to my 
feelings towards the New Stutz car and the co- 
operation that the factory has been giving us. 


I cannot help but go into the subject further in 
order to tell you the results we have found in re- 
gard to certain features of the car, which our 
competitors have used in their efforts to sell our 
prospects. 

We have many cars which have been driven ten 
thousand miles and upwards by our customers, and 
we are yet to have any criticism or any trouble 
with the timing chains; in fact we have never had 
occasion to question what was timing the motor. 
Also we are pleased to say that there has not been 
one fault to find with the worm drive. 


Not one car that we have delivered has given us 
any trouble, and with the exception that they know 
that such a thing is in the car, our customers do not 
know what is driving their automobiles. We have 
yet to hear from any customer that he has not 
ample clearance in his Stutz. 

The above is not our idea of the automobile, but 
is our actual experience with our owners. 


Very truly yours, 


Stutz Motor Car Company oF Boston, INc. 


cart /3ecHi 


President 
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Breed Confidence 


Every TASCO gasoline gauge you sell breeds confi- 
dence in itself because its user can tell so easily just 
how long his gasoline supply will last—they are so 
simple they can’t be read wrongly. 


When the motorist picks up a TASCO gauge he will 
notice its rugged construction and feel its value. 

For those of your customers who drive a 1926 Model 
“V” Chevrolet you can stock Type “K” TASCOS 
and for those who drive Stars, Type “J.” Both these 


Retail for $1.50 


You can increase the number of Ford owners who 
place confidence in TASCO gauges by selling the 
Ford types which retail for $1.25. 


THE AKRON-SELLE CO. 


“41 Years in Business” 


Akron, Ohio 


MAYDWELL & HARTZELL, INC. 


Los Angeles San Francisco 


Pacific Coast Distributors 
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Monogram Radiator Caps 


The MONOGRAM Radiator Cap line is a favorite line with jobbers and 
dealers everywhere. Why is this? 


MONOGRAM CAPS SELL 


Count the MONOGRAM Radiator Caps on the cars that pass. This universal 
preference for MONOGRAM products proves the effectiveness of MONO- 
GRAM National Advertising. It also proves that dealers appreciate the fair and 
sound merchandising policy back of this high quality line. 


You have your choice of three distinct models—Royal Onyx Cap, Standard Bar 
Cap, and Wing Cap (as shown above) in both Junior and Senior sizes. 


A Profitable Line 


No need of tying up your capital in a big assortment of sizes. MONOGRAM 
Caps are installed quickly, without shop tools, and a few sizes will serve your im- 
mediate needs. Our jobbers can supply you at all times. Send for literature. 


MONOGRAM Cap prices are right—ranging from $4.00 for the Junior Standard 
model to $10.00 for the Senior Royal Onyx model. MONOGRAM Onyx IIlum- 
inated Gear Shift Ball, $5. MONOGRAM Onyx Locking Gear Shift Ball, $2.50. 


THE KINGSLEY-MILLER COMPANY 


600 West Jackson Boulevard, Dept. B Chicago, Illinois 
This is Ad No. 5 () N () & RA Export Dept. 
of a series Cable Address: 
showing MONOGRAM 
MONOGRAM — OR IGINAL— Canadian Mfg. 
Caps & Sales: 
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STUDEBAKER’S 
New Custom Cars 


Mechanically up-to-the-minute 





~ artistically ahead-of-the-times 
— economically the cars of the hour 


U. is great to be a pioneer and still retain your youth—to 
sponsor new Style at no sacrifice of traditional standards—to 
set the pace in appearance and maintain it by performance. 


This is what Studebaker has done in these new Custom Cars 
which are sweeping the country—and Studebaker dealers are 
reaping the benefits in fast-multiplying sales. 


Engineering authorities have long acknowledged Studebaker’s 
mechanical supremacy in its field. And now, with added refine- 
ments, the mighty Studebaker L-head motor is widening its 
margin of leadership. 


Studebaker pioneered the L-head design now used by 70% of 
American manufacturers and adopted by the largest builders of 
other types for all the new cars introduced in recent years. 


To insure a smooth, vibrationless motor, Studebaker spends 
$600,000 a year building balance into crankshafts—fully machin- 
ing and dynamically balancing every one. 


These in-built qualities of performance plus the newest mode 
in motoring as revealed in the new Custom Cars forecast the 
greatest year that Studebaker dealers have ever enjoyed. 


The Studebaker franchise for your territory may be available 
Write or wire for information. 


Address Department 51 


THE STUDEBAKER CORPORATION OF AMERICA 
SOUTH BEND, INDIANA 


S T U DEBAK ER 
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Fisks Never Better Than Today 


Fisk tires were never better than they are today and 
coupled with the present reduced prices you have 
an ideal combination—a sales argument that it is 


hard to resist. 


Fisk dealers in every part of the country report that 
sales on Fisk Balloons and high pressure Cord tires 
have taken a big jump since the price reduction. 
Car owners are quick to grasp the opportunity of 


getting Fisk quality tires at lower prices. 










Push your higher grade tires 
and watch your profits jump 
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The Fisk Tire Company, Inc. 
Chicopee Falls, Mass. 
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Time to Re-tire 
Get a FISK 
TRADE MARK REG. U.S. PAT. OFF. 
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Soon, people will be 
as reluctant to ride 
in cars that do not 
have the All-Steel 
Body as they are to 
ride in wooden 
pullmans 


























mwanne: FS ' DD MFG. CO. 


Philadelphia and Detroit 


© 
Originators of the All-Steel Full-V'iston Automobile Body 








As casually as you slice 
bread, an all-powerful shear 
cuts off billets of glowing 
steel in the Timken steel 
mill. Scores of massive op- 
erations like this, on such 
great hulking machines, 
vividly suggest the scope 
of Timken production, 
which includes the largest 
output of electric furnace 
steel. 


Only Timken experience 
with 160,000,000 bearings 
could have evolved such 


steel. Made into 132,000 
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Timken Bearings daily, 
this fine material helps to 
insure the life and operat- 
ing economy of so much 
machinery. For example, 
91% of all makes of auto- 
mobiles and trucks in 
America are equipped with 
Timken Bearings. 


In motor vehicles Timkens 
are engineered into trans- 
missions, differentials, pin- 
ion and worm drives, rear 
wheels, front wheels, steer- 
ing pivots, and fans. These 
units are wear-proofed not 
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A Stronger Constitution for Your Car 


only by Timken-made 
steel, but also by the high- 
er working capacity of 
Timken Taper and Timken 
POSITIVELY ALIGNED ROLLS. 
This exclusive design per- 
mits simple, compact 
mountings, and defeats 
friction under all condi- 
tions of shock, speed, 
torque and side-thrust. 


— What a lot of fine points 
can be checked about an 
automobile or motor truck 
when the buyer knows that 
itis Timken-equipped! 


THE TIMKEN ROLLER BEARING COMPANY, CANTON, OHIO 





Tapered 
Roller 
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Massachusetts Experiments with 
Compulsory Automobile 


Insurance 
New Act Effective January 1 Requires All Motor Vehicles Be Protected 


by Bond or Insurance Against Personal 
Injury or Death 


By JOHN T. SULLIVAN 


ASSACHUSETTS has taken its first step toward 
putting into effect the first compulsory automo- 
bile insurance law ever enacted in this country 
iby announcing the rates to be charged indi- 





big groups of trucks, yet there is some talk that insur- 
ance companies will issue blanket policies until they are 
stopped by law. It is estimated that the premiums will 
reach $18,000,000 next year when the law goes into effect. 


vidual motorists. Insur- 
ance Commissioner Wesley 
K. Monk made public a 
schedule that provides for 
different classes of vehicles 
with rates varying from 
$16 on the lighter cars to 
$45 for the larger ones in 
the passenger class. The 
highest charge for a com- 
mercial vehicle is $212 for 
the heavy duty type and 
the lowest rate is $16 for 
smaller ones. There is, how- 
ever, a rate of $14 for 
farmer’s trucks going up to 
$49, while the lowest of all 
are the dock and industrial 
trucks and the tractors, 
listed at $5 each. Buses 
pay the largest fees of all. 
Those over 20-passenger 
capacity must pay $580, 
and the rates drop down 
from that to $63. Taxicabs 
are on a mileage basis. 














WHAT LAW REQUIRES 


Massachusetts is the first state in the United States to 
adopt a compulsory automobile liability insurance law, 
although such laws have been proposed in several other 
states. The law becomes effective January 1, 1927, after 
which date no motor vehicle may be registered unless a 
certificate Shows that it is covered by liability insurance. 


Coverage is required only for personal injury or death 
on the public highways of the state. The required cover- 
age may be provided in any one of three ways, either by 
a motor vehicle liability insurance policy with the So- 
called $5,000 to $10,000 limits (which means that the 
insurance company will pay up to $5,000 where one per- 
son has been killed or injured and up to $10,000 where 
more than one person has been killed or injured in the 
same accident), by a motor vehicle liability bond of the 
same limits, or by the deposit of $5,000 in cash or ap- 
proved securities with the state division of highways. 

Under the law the rates that the insurance companies 
may charge for this protection are fixed by the Insurance 
Commissioner of the state. 

Insurance covering personal injury or death on private 
ways in the state or at any place outside the state, or 
covering property damage, is optional with the car owner. 


| 














The law does not affect 
visiting motorists. 

When the rates were 
made public it was found 
that they are about 25 per 
cent lower in the Boston 
district than the average 
policies carried by those 
who now have insurance. 
In the outside sections the 
rates are about 10 per cent 
under prevailing rates. 
Massachusetts is divided 
into three zones instead of 
eight, such as the insur- 
ance companies operated. 
Boston and its close neigh- 
bors are in the first zone; 
the other larger cities are 
in zone two, and the rural 
districts make up the zone 
three of lowest rate terri- 
tory. 

Dissatisfaction was ex- 
pressed over the hearing 
last week, and this was ac- 


Automobile distributors and dealers are all at sea over 
the new law. It was asserted from one source that a 
blanket policy would be all that was necessary for a dis- 
tributor or dealer to have to cover the use of his demon- 
strating cars and such used cars as he was trying to sell. 

On the other hand at the office of the insurance com- 
missioner when the question was put there the state- 
ment was given out that the demonstrating cars and used 
cars must carry insurance when they are on the highways, 
and that they are to be placed in the commercial class 
rating. 

As Commissioner Monk announced at a hearing last 
week there will be no fleet insurance covering owners with 


centuated when the rates were made public showing that 
there were no minimum and maximum flexible rates to 
allow for competition, but that the motor owners had to 
step up to the counters and pay the insurance companies 
the set price. Already two bills have been filed in the 
State House to change the law when the legislature meets. 
One bill proposes to take the entire administration away 
from the insurance commission, and the other proposes 
a board to handle the job like under workmen’s compensa- 
tion. Also there is under way a plan to start an initiative 
petition for the passage of a law whereby the state will 
handle the entire funds and make the adjustments in 


(Continued on page 32) 
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A Member’ of 

Harold D. Knud- 

sen Co. of Oak- 
land, Cal. 


OUR years ago there was a man in the town of 
. Oakland, California, who formed an automotive 
merchandising corporation. He had 10,000 square 
feet of floor space, sold a low-priced car, and dis- 
posed of $200,000 worth of new automobiles that year. 

Today, this corporation occupies more than 25,000 
square feet of floor space, has one of the finest automo- 
bile salesrooms in this city of nearly 300,000 inhabitants, 
and employs 45 men, as compared with two when it 
started in 1922. Its actual volume of sales is better than 
five times what it was four years ago, and its 1926 busi- 
ness will approximate $1,250,000. 

The corporation is the Harold D. Knudsen Company, of 
which Harold D. Knudsen is president. It is housed in 
a flatiron building, constructed almost entirely of glass, 
at 3330 Broadway. Foresight in selecting location has 
been one of the reasons for its success. When the com- 
pany moved “away out on Broadway,” the “wise boys” 
on Oakland’s automobile row laughed at them. Now, 
these same boys, grown wiser, are trying to get “way out 
on Broadway,” too. 

Nobody put a golden spoon in this company’s mouth; 
no rich uncle died and left it a fortune; no endowment 
or other windfall as has come its way, yet it has had an 
astounding and solid growth, based on very simple prin- 
ciples. 

“How did you do it?” I asked Harold Knudsen, just 
ufter he had finished telling me that 1926 would be the 
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FRANK BUTLER, 


Harold Knudsen and Frank Butler 
Started Modestly as Automobile 
Dealers Four Years Ago. But 
Hard W ork and Close Con- 
tact with Customers 
Have Given Them 
Rapid Growth 


In The 
Million 
Dollar 


biggest year in his company’s history. We sat in his 
office on the mezzanine, looking down on the sales-floor, 
where a full line of Chryslers is displayed. 

“We worked,” he said, without pausing a second. 

“But,” 1 persisted, “just plain work didn’t do this?” 

“We WORKED!” he answered. 

“Four years ago, after I had been eleven years with 
another automobile company as branch manager and in 
other positions, I made up my mind to strike out for my- 
self. In the morning, I telephoned Frank Butler, who 
was then credit manager for an automobile concern in 
San Francisco. 

“ ‘Frank,’ said I, ‘I’m going into business the first of 
the month. Want to join me?’ 

““T’ll be there at eight in the morning,’ he replied. 

“He has been with me ever since. 

“We rented a building with about 10,000 square feet 
of floor space, at Fourteenth and Webster streets, Oak- 
land. Of course, we were not then selling the Chrysler. 
We stayed there until new city traffic regulations, which 
halted streams of cars right across our entrances, com- 
pelled us to move. 

Success in the Jinx Building 

“We found this place. It was known as a jinx build- 
ing. We turned the damper down on the jinx, if there 
ever was one. It never has bothered us. We were warned 
not to come way up here, 15 blocks from the center of 
the city. Today, many a dealer downtown wishes he could 
get up here. We saw the way traffic, trade and construc- 
tion were moving, and we went that way, a little ahead 
of all three. The building was old and dirty, but we 
repaired and renovated it, and put glass into it until the 
man on the outside can see everything there is to be seen 
about the exterior of every car on the floor. 

“We added a service station, which occupies 10,000 
square feet. We put in a used-car salesroom, two stores 
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further out on Broadway. So long as I am selling auto- 
mobiles, you never will see a used car offered for sale on 
the same floor, or in the same section of the building, with 
the new Cars. 

‘“‘As I said before, we worked, and we worked hard. We 
did not stop to think HOW we were going to sell cars. 
We went out and SOLD them. 

“TI have always felt that success in automotive merchan- 
dising could be attained only by keeping abreast of the 
times all the time, with full and complete realization of 
the changing problems constantly confronting the auto- 
mobile merchant of today. 

“On October 3, 1924, we took on the Chrysler franchise 
for the city of Oakland. The next day, October 4, we 
entered the Oakland Automobile Show with as good a dis- 
play as any dealer in town.” 

Mr. Knudsen attributes the actual success of their pro- 
gram of work in no small part to their system of main- 
taining service. They keep in even closer contact with 
the sold customer than they do with the prospect. 

Never Lose Touch With Customer 

‘We never lose touch with the man or woman who has 
bought a car from us,” he said. ‘We may lose trace of 
& prospect—we may drop him for good and sufficient rea- 
sons—but the person who buys an automobile from us 
is never lost to us. We are his friends and we try to 
make and keep him as our friend. In following this 
method, we have a very competent woman, who does noth- 
ing but look after and maintain the service records. 

‘Whenever a prospect comes in to see us, if he does not 
buy, we send him a letter in a day or two, thanking him 
lor his call, suggesting that he call again, and offering 
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By H. H. DUNN 








HAROLD D. KNUDSEN, 


President of the Company That Bears His 
Name 





to go further into the details of our car and its operation. 

“Tf he does not call within a few days, we send him an- 
other letter, informing him that if he would prefer to 
talk with the sales manager, or with the president of the 
company, we are at his service, whenever he wishes to call. 
It is surprising the number of prospective buyers who 
wish to talk about the car with the head of the firm. 

“These letters to the prospect are signed by the sales- 
man who talked with the man or woman. All semblance 
of form letters is kept out of them—they are, in fact, 
individual, friendly letters to prospective customers. 

“When a sale is made, the customer’s name, address, 
kind of car purchased, and all other obtainable details, are 
filled in on a card in the service cabinets. We have such 
a card on every person to whom we ever have sold an 
automobile. 


(Continued on page 23) 
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The power spray or stream eliminates the 
drudgery of chassis cleaning. In addition 
to saving time this method makes it easier 











to hold reliable help 


ITH 20,000,000 au- 
tomobiles operating 
within the United 
States and wittk 
this number being increased 
at a rapid rate the potential 
profits from car washing are 
enormous. At a most con- 
servative estimate of an aver- 
age of $10 a year for washing 
these cars there is $200,000,- 
000 waiting to be handed to 
the garages or service sta- 
tions: that are equipped to 
earn real profit. 

This class of service is by 
no means confined to the 
larger cities but is proving 
both popular and profitable in 
many of the smaller towns. 
The same pride of ownership 
prevails whether an owner 
resides in the congested areas 
or is located in the country. 
However, the potential volume 
of business that can be de- 
veloped with a modern auto- 
mobile laundry is dependent 
upon the car owning popula- 
tion of the territory. With 
the steady increase in the 
number of miles of hard roads 





in the country the service station located there has an 
ever expanding territory to draw from. 

And while the washing service is in itself a profit 
producer it can be made the means of attracting trade 
for other departments. Simonizing, dry cleaning of seat 
covers, cleaning of upholstery, tire and battery service, 
complete lubrication and air brush painting are some of 
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EQUIPPED FOR PROFIT 
Automobile Washing and Cleaning 


The equipment necessary for a modern automo- 
bile laundering business varies according to the 
volume of business done and the speed with which 
it is desired to do the work. Herewith is a list of 
equipment and materials that are necessary or use- 
ful in the profitable conduct of such a business: 

Rack, Pit or Hoist for giving access to under side 
of car. Such device may be constructed or pur- 
chased at a cost of from $100 to $400. 

Automobile Laundering System. Good systems 
with air compressors and motors are available from 
a number of manufacturers. Prices vary, but the 
following is a general statement of the price range: 


2-gun hydraulic system $300 to $ 400 








4-gun hydraulic system 510 to 640 
2-gun air and water vapor............ 649 to 3500 
4-gun air and water vapor............ 990 to 4000 
2-gun steam system 498 to 650 





Vacuum Cleaner with special attachments. These 
may be had for from $20 to $40. 

Nozzle and Air Line for blowing out dirt and dry- 
ing car. Prices range from $8 to $15. 

Atomizer for applying body polish. Prices range 
from $20 to $30. 

Four 100-Watt Lights installed and protected, at 
cost of $10 to $25. 

Other equipment and supplies needed include 
soap, kerosene, pails, brushes for solvents and for 
wheels and fenders, sponges, scrapers, chamois skins, 
oil mop for cleaning tops, whisk brooms, polishing 
cloths, body polish, tub and wringer for cleaning 
and drying chamois, aprons and boots for washers. 

















the special services that work 
in nicely with the modern 
automobile laundry. 


Economy and Satisfaction 
to the Owner 


All automobile manufac- 
turers strongly urge  pur- 
chasers to keep their cars 
clean. There are two reasons 
for that. A clean car creates 
a more favorable impression 
on prospects than a dirty one 
would. But the thing that 
directly concerns the car 
owner is the fact that a clean 
car is more economical to run 
than a dirty one. By regu- 
larly and carefully cleaning 
the body and fenders the 
finish is preserved and rust 
prevented. The regular re- 
moval of grease and grit from 
the running gear prevents 
abrasive foreign matter from 
working into the wearing 
surfaces and so reduces wear. 
Furthermore there is a safety 
matter in connection with 
the regular cleaning of the 
running gear of cars equipped 
with four wheel brakes that 


is of vital concern to all owners. Naturally the extra 
brakes add to the number of joints or connections that 
must function freely at all times. The regular service 
of modern washing equipment will prevent dirt from re- 
maining on these parts. 

With the increasing number of closed cars and their 
greater beauty it is only natural that there is more price 
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in keeping them looking as at- 
tractive as the day they were new. 
This is especially the case with 
women drivers, and men also are 
beginning to recognize that a 
clean car is about the same busi- 
ness asset as a clean face. 


Commercial Car Prospects 


The enormous increase in the 
number of commercial vehicles, 
such as light delivery trucks, 
taxicabs, and motor buses, that 
now serve the public opens up an 
entirely new field with new profit 
possibilities for the automobile 
laundry. It is conspicuous that 
the attractive equipment draws 
the patronage and the operators 
of such fleets appreciate this fact. 
As most of these vehicles are the 
busiest during the day and gen- 
erally available for service and 
cleaning at night it is possible to 
build up a 24-hour washing 


service by soliciting commercial business to be handled 
Such a plan is particularly profitable as this 
business reduces the overhead per job by a substantial 


at night. 


amount. 


In step with the progress of automotive transportation 
the manufacturers of automobile laundry equipment have 
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Laundry Business 


Washing and Cleaning of Cars with Modern Equipment Opens Up Vast 
Field of Profit for Dealers and Service Shop Operators 


By C. EDWARD PACKER 














With this issue Motor Ace begins the pub- 
lication of a series of articles covering the 
business possibilities of, and the methods of 
performing, a number of the automotive 
service shop operations which constitute a 
great proportion of the service and mainte- 
nance business upon which the shop must 
rely for its profits. 

Articles to follow will cover the following 
operations: 

Valve Grinding and Carbon Cleaning. 
Engine Reconditioning. 
Overhauling the Transmission and 

Clutch. 

Overhauling the Rear Axle and Dif- 
ferential. 

Brake Relining and Servicing. 

Tire Service. 

Battery and Electrical Service. 

The New Paint Job. 

Oiling and Greasing and Selling Lub- 
ricants. 

Towing and Wrecking Service. 

Selling and Installing Accessories. 

Radiator Service. 

Body and Fender Work. 

Servicing the Front Axle and Steering 

Gear. 

Automobile Glass Replacements, 

One article will be published each week 

until the series is completed. 











perfected devices capable of re- 
sults infinitely superior to the 
antiquated sponge and pail meth- 
ods and at a fraction of their cost. 
Saving time in turning out a first 
class wash job is of double advan- 
tage. In all service work “time is 
money” and here, in addition to 
cutting down the cost of each job 
it brings in the extra jobs of 
those owners who could not pos- 
sibly wait for a car to be washed 
by the old and slower methods. 


System in Car Cleaning 


These special car cleaning in- 
stallations generally arrange to 
have the car pass through regular 
progressive operations. A serv- 
ice salesman or possibly the pro- 
prietor meets the customer and 
writes up his order plus any 
additional work that the contact 
man observes to be needed and 
for which he can obtain the cus- 


tomer’s O. K. The interior of the car is then cleaned 
either by compressed air or with a vacuum cleaner. For 
the latter service, however, an additional charge is gen- 


erally made. Cleaning of the top is frequently accom- 





plished by means of an oil mop before the car passes on 


(Continued on next page) 


A neat automobile laundry installation in the corner of a serv- 
ice station. A pit, rack, or hoist for making the under side of 
the car more accessible, however, would speed up the work and 
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improve the quality of the job 
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1—A Service Salesman urites up the customer’s order 


2—The interior of the car should be cleaned out by com- 
pressed air 


3—A special pit or car hoist is essential for proper cleaning 


of chassis 


4—Engine cleaning is usually done on regular washing rack 
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THERE’S MONEY IN THE 

(Continued fromm 

to the wash rack. The car then progresses to the pit o» 
rack on which the regular washing is done. Here the 
chassis is treated with kerosene to act as a solvent on the 
accumulated grease, or is sprayed with a chemical solution 
that serves the same purpose. It is here that the power 
washing equipment is of the greatest value. The powerful! 
spray is able to cut the loosened dirt from the most 
inaccessible parts of the running gear with a minimum 
use of special brushes thus conserving material and effort. 

By a combination of effective power washing equipment 
plus an installation with a pit, rack, or hoist that gives 
ready access to the under side of the car a very substan- 
tial saving in time over other methods of cleaning is 
effected. Efficient lighting is also most necessary. The 
amount of space available determines to a great extent 
the method that will be used in handling cars. 

The manner of washing the body differs with some 
equipment manufacturers. Reducing the power spray to 
a mere mist is used in some cases for loosening the dirt 
which is later sponged off. The conventional method of 
soaping the body then rinsing is employed in other cases. 
Still others advocate the use of clear cold water which, 
unless the body is very dirty, is quite effectual and avoids 
the possibility of damaging the finish. With any of the 
methods mentioned a thorough rinsing prepares the job 
for the chamoising. Before that final operation, however, 
all surplus water should be blown from cracks and corners 
in order that it will not drip down later and streak the 
finish after the chamoising has been completed. 

The size of the equipment to install is determined 
largely by the potential volume of business that can rea- 
sonably be expected from the territory served. In the 
larger cities or congested areas the large installations 
capable of handling up to 100 cars a day might be a 
profitable investment. But if this were installed where 
it was impossible to obtain sufficient business to keep it 
busy the very size of the investment would make this 
a losing proposition. 

In determining the number of cars that will be washed 
each day one should not fail to count the “house jobs,” 
such as demonstrators, new cars driven from the factory, 
executives cars, and service trucks. Then the car regis- 
tration of the territory and the general character of the 
owners should be considered. It is relatively easy to sell 
professional men, salesmen and others similarly engaged 
on the services of the modern automobile laundry. but 
one should not be too enthusiastic over the possibility of 
selling a large number of the farmers, at least without 
considerable advertising that plays on the pride, espe- 
cially of the woman in the family, and also points out 
the economy of keeping the running gear free from grit. 
But such effort is bringing in many new customers to 
those who are now trying it. 

By carefully analyzing the territory a close approximation 
of the number of cars that can be obtained can be made. 
As the development of the automobile laundry business 
is rather rapid where proper merchandising effort is put 
behind it, is is well to allow for handling practically double 
the number of cars that the territory survey indicates 
as prospects. This will allow for expansion, but in mak- 
ing this allowance in the equipment one should not lose 
sight of the fact that increased facilities must be pro- 
vided for handling the greater number of cars. 

Being prepared to do the work, the next job is to “‘tell 
the world” about it. In the smaller communities the addi- 
tion of a modern automobile laundry to one of the garages 
or car agencies would furnish a good news item for the 
local paper. This should be backed up with a consistent 
advertising campaign. Handbills, sign boards, illuminated 
signs on the building, newspaper advertising, slides in 
the local theatre, all have their value. However, personal 
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AUTOMOBILE LAUNDRY BUSINESS 


breceding page) 


solicitation, both on the part of the service salesman in 
the shop or the solicitor who goes out after the business, 
is one of the most rapid means of building up a sub- 
stantial volume of car washing trade. A direct mail 
campaign in the neighborhood adjacent to the laundry 
as a medium of getting business is of great value. Cards 
printed the size of regular business cards with the firm 
name on one side and a schedule of charges for washing 
and other service charges on the other side can be used 
to a great advantage by the solicitor, and by placing them 
in each car that enters the service station as a permanent 
reminder. 

While labor and other costs of doing: business vary in 
different territories, still the following suggested prices 


represent charges that prevail in widely scattered parts 
of the United States: 


Washing open car (Small) .................. $ 1.50 

Pn” .. oneaeewen a 

ND a ts: vic ate tcnetre deena 3.00 

Washing closed car (Small) ................. 2.00 

| a eee 2.75 

SED <1 wih a eimiohielnbe 3.00 

Washing wire wheels extra.................. 00 

I on a on 4 we tre ement metas te 1.50 
Washing for paint job—includes removal of 

DOINE THOMA CHAGBIO OTEF. occ ccccicneeccces 6.00 

Washing out radiator with compound......... 50 

Cn weal trannies mceceae 1.50 

EE ET SN 2.00 

(a a ene eit 2.50 

Simonizing open car (Small) ................ 6.00 

ED inten dine ie eae 8.00 

PE eee 10.00 

Simonizing closed car (Small) .............. 10.00 

(Medium) ............ 12.00 

OO 14.00 

Vacuum clean upholstery (Coupe) ........... 1.50 

ee 1.75 

| er 2.00 

Cleaning khaki top........ ee Te ee 5.00 

Cleaning khaki side curtain.................6. 2.75 

i. 5 nin ti ue bw ee eee eee ee 1.25 

eS A GI, ig «60h aeietinnns 1.00 

Dry cleaning seat covers (Each piece)....... 00 

Dry cleaning interior of closed car (Small).... 10.00 


(Medium)... 16.00 


(Large) ... 22.00 
GEESE, « i.00cennencenaeeen 1.50 


Observations at several stations operating car laundry 
departments show that the average wash job sells for 
$2.00. With the modern methods of washing there is a 
decided saving in labor and material. The faster han- 
dling of this work cuts the labor cost per car and as 
labor is the greatest overhead charge to be placed against 
such a department of service it is one that has:the great- 
est bearing in its reduction. The systems where a scien- 
tific method of mixing the soaps and solvents and where 
none of that valuable material is wasted or thrown down 
the sewer effects an additional saving. By removing 
chassis dirt with pressure streams or vapor, excessive use 
of brushes and sponges is eliminated, thus effecting a 
further saving in supplies. 

Under capable management the operating expense in- 
cluding the salary of every active person connected with 
the laundry, rent, advertising appropriation, power light, 
water and all supplies, the cost of car cleaning can be 
reduced to 80 cents per car. In addition there is the 
opportunity for profit from other departments that the 
customer will patronize as a direct result of being at- 
tracted to the car laundry. 
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5—The finishing touches are all imporiant 

6—Elimination of delay when the customer calls is a big 
factor in building good will 

7—Dusting off the top is an important operation 

8—Tubs for rinsing and a wringer for drying chamois skins 
are needed 

9—The end of a “production” layout in a large auto laundry 
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Reeke’s Used Car Ads 





bring in 


Honest Statements and Fair Treatment Build Up Public Confidence in 
Cleveland Nash Dealer and Eliminate Second 
Hand Vehicle Problem 


HAT the much discussed used car problem is not 
so much of a problem after all, and that its solu- 
tion lies in strictly honest selling and advertis- 
ing, is the opinion of Alfred Reeke, president of 

' the Reeke-Nash Company of Cleveland. 

Mr. Reeke believes that the merchandising of used cars 
should be carried on with the same respect for public 
good-will as is sought in the merchandising of new cars. 
It should be recognized that through careless and even 
unscrupulous selling methods which have been and are 
being employed, there is a wide-spread lack of confidence 
in used cars on the part of the public. 

This is the essence of the so-called used car problem. 
Face the fact that a large section of the public is sus- 
picious of the all too prevalent advertising misrepresenta- 
tions of used cars—and the dealer is well started upon the 
elimination of this bugbear of his business. 

It is axiomatic that new cars cannot long be sold 
through inaccuracies or misstatements either in public 
advertisements or on the part of salesmen. It is being 
proved equally true that used cars cannot be moved readily 


or with continued success by such practices in mer- 


chandising. 
Ads Are Very Frank 


The Reeke-Nash Company believes in the strictest cen- 
sorship of advertising directed towards used car sales. 
Similarly, floor salesmen are cautioned against any form 
of misrepresentation. The company’s advertisements and 
their salesmen must call “a spade a spade” and careful 
adherence to this policy over a long period accounts for 
the present success of their used car department. 

The _ advertise- 
ments are unique 
in their conserva- 
tism of statement. 
It -might even be 
said of some of the 
copy that it leans 
backward in an ef- 
fort to represent 
accurately and 
with entirefrank- 
ness the particular 
condition of the 
cars which are 
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This book containing voluntary statements from used car 
customers is a prized possession of the Reeke-Nash Co. 


the car you buy and thus save yourself some money, this 
car will interest you. The bearings need to be — 
although they are not at all bad. Paint is fair 

Incidentally, the writer of this advertisement had in 
mind addressing the copy to mechanics or those with a 
mechanical bent. The first man who came in made inquiry 
for this car—and he was of that turn of mind—bought it 
in ten minutes, and within the next two hours four more 
prospects came in for the identical car. 

It is characteristic of the advertisements of the com- 
pany to carry a statement by Mr. Reeke, the president, 
displayed under his signature. One typical statement, 
indicating at once that that official is squarely behind the 
copy in the advertisement and is appealing for public 
confidence on the basis of a long standing reputation for 
fair dealing in used cars, may also be quoted: 


They Come to Buy 


“One—just one used car, sold by us, which failed to 
measure up would do us untold damage. Reeke-Nash has 
been doing business for years and we haven’t been 
hurt yet.” 

Advertisements of the company in the Cleveland news- 
papers have been carried over a sufficient period and the 
copy in the advertisements has been so particularized 
that the so-called “shopper” who comes in just to look 
had been almost eliminated. Those who enter the sales 
room come in to buy. They have been attracted there by 
the advertisement and nearly without exception each one 
has in mind a specific ear which has been minutely de- 
scribed and which he believes suits both his taste and 
his pocketbook. Salesmen, therefore, are rarely required 
to display and to 
discuss various 
models on the floor, 











but, on the con- 
trary, these men 
spp "0 Framrcin Pas Company find that the com- 
| Sete mam sei a vannianes pany’s advertise- 
— iain ing has confined 

their prospects’ at- 
tention and accord- 
ingly their sales 
effort to one or two 
used cars. 

The method of 
the advertising, of 
is: course, is to de- 
DR CR scribe three or 

ene four cars com- 

prises a. pletely, though all 
cars listed in every 
advertisement i8 
one of good size. 
However, tne 
frank avowal of 
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Buyers 


The used car department of Reeke- 
Nash Co. is housed in a building 
adjoining the new car sales room 
and an attractive show room is pro- 
vided for the used cars 


ALFRED REEKE 
President Reeke-Nash Co. 


Short-comings in the three or four cars which are fully 
described wins the buyers’ confidence and he surveys all 
the models listed for one which suits his purpose. When 
he comes into buy he feels confidence in the concern’s 
fairness whatever car he may select. And he has not 
been persuaded wrongly, for the salesman’s attitude is 
one of sincerity. The company will not quibble on an 
obvious fault in any car they may have sold. Every rea- 
sonable request of the buyer in the matter of service, 
or any reasonable objection raised upon a car he has 
bought, is promptly and courteously satisfied. 


Prospects Come from 100 Miles 


It may be argued that the success of this distributor’s 
advertising and sales policies is peculiar to his territory, 
to the coverage, and indeed to the cost of the publications 
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he employs. There is some truth in that view- 
point. But conditions similar to those in Cleveland 
obtain in so many other places that those dealers 
who have not solved to their satisfaction the used 
car problem should be interested in Mr. Reeke’s 
observation as to the success his policies have 
brought. 
He asserts that his company’s advertisements 
attract prospects within a radius of 100 miles. 
The company receives scores of unsolicited letters 
from used car owners telling how pleased they are 
with their purchases and with their treatment at the 


hands of the company. It is not unusual for a customer 


to buy a used car every year, beginning with a lower 
priced car and going upwards to the better class each 
succeeding year. 

The sales of the company total about 800 cars annually. 
Their advertising expense is approximately $7000 per 
year, with $2000 of that sum used in the annual spring 
campaign. It is rare indeed that the company has more 
than two weeks’ stock of used cars on hand. No one not 
connected with the company is ever called in to conduct 
a sale, for Mr. Reeke believes that the public has lost 
confidence in such bargain sales. A manager and about 
four salesmen are employed in the used car department. 


30 Days Service Given 


The guarantee of the company is limited to the repre- 
sentations made for the particular car, although every 


used car is serviced without charge for 30 days just as 
in the case of a new car. 


(Continued on page 43) 
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Putting Service Equipment 


To the Acid 


W caver Laboratory Garage at Springfield, Ill., Does General Repair Bust- 
ness to Determine Practical Utility and Profit Possibilities 
of Various Tools and Machines 
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RIGINATED for the purpose of testing the value 
of different kinds of shop equipment under actual 
service conditions the new Weaver Laboratory 
Garage is pointing the way to greater shop 

profits by making use of modern equipment that will turn 

out better work in less time. 


In the few short months that the Weaver Laboratory 
Garage has been open for the servicing of automobiles, a 
very substantial following has been built up among the 
owners of all makes and models of cars. This is the con- 
dition that the Weaver organization desired in order that 
the acid test of service could be used on the shop equip- 
ment and the findings used to perfect their products. 


The first thing that strikes the visitor is the cleanliness 
of the entire place. The courtesy of the attendants is the 
next feature that gets one’s attention and both of these 
business magnets can be readily incorporated in any serv- 
ice station. One customer was heard to remark as he 
was paying for a grease job, “I almost wish there were 
something more that I could have done to my car now, so 
that I would not have to take it to an ordinary garage 
when I am out on the road.” That is the feeling that 
must be developed in customers if they are to come back. 
Confidence, born of the knowledge that your organization 
can serve efficiently, and appreciates the opportunity of 
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Ample light plus 
every modern de- 
vice for turning 
out the job quick- 
ly and right the 
first time is in- 
stalled. Note the 
hoods hoisted up 
out of the way, 
: and the fender 
4 covers protecting 
Bit a the car that is be- 
ing worked on in 
the foreground 





But 
what builds this confidence in the Weaver organization? 


doing business with its customers is the answer. 


The Importance of the Welcome 


As one drives up to the entrance freshly painted arrows 
on the pavement show the way in. There is no confusion 
or doubt as to which door to enter. The doors are swung 
wide by automatic door openers and this prompt atten- 
tion has already created a friendly feeling even before 
one is actually within the building. Add to this a cheery 
greeting from the service salesman and one is practical'y 
ready to let him do what he will with the car, for there 
is a feeling of being among friends. Then follows a care- 
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ful diagnosis of the difficulty with the necessary repairs 
clearly written up on an order which the customer signs. 

While the customer is expected to make use of the wait- 
ing room that has been provided for his comfort, still if 
he wishes to inspect the shop he will be courteously shown 
all items of interest. This is a point that dealers gener- 
ally should give more attention to and not coldly order cus- 
tomers to “Keep Out of the Shop.” Selling the customer 
on the equipment that you have invested in for servicing 
his car will do much to win and hold business and 
will give the customer an understanding of the in- 
vestment that is necessary in order to do the best 
work. This will reduce materially the num- 
ber of arguments that arise over labor 
charges, for the average car owner has little 


Steel bins are used in the Weaver 
Laboratory Garage to protect the 
parts that are carried in stock. A 
perpetual inventory system assures 
an adequate stock at all times with- 
out tying up too much capital. 


es 


This Photograph Shows the New Weaver 
Laboratory Garage 


conception of the amount of equipment that is installed in 
the modern service station. 

As the car is protected with complete fender, cowl, lamp 
and eontrol covers and carefully driven to the stall in 
which it is to be serviced the owner knows that surely 
he is in a place that is distinctly different from the aver- 
age garage. And yet there is no reason why every service 
Station cannot make use of these same business drawing 
features. 

if work is to be done on the engine the hood is hoisted 
Clear off the car by means of four rubber covered hooks 
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‘on a rope sling. One man handles this job alone without 
any danger of scratching either the hood or cowl. Parts 
that are removed from the engine are placed in order in 
a well designed portable parts rack. This saves much 
time in reassembling the job and saves the owner from 
having to buy new parts to take the place of those that 
might otherwise get lost. A portable cylinder boring tool 
makes it unnecessary to remove the block for fitting over- 
size pistons and electrically driven hones finish the cylinder 
bores to a perfect and mirror like finish. Valves are re- 
faced on a special valve refacing machine and the block 
is reseated by special reamers. What little lapping of the 
valve is needed for a perfect fit is done by means of a 
power valve grinder. 

All of the special power and precision tools are kept in 
the tool room and are only given out to the mechanics 
upon the presentation of a tool check. In this same room 
all special machine work, electrical testing and welding 
is done. 

A well organized stockroom carries a representative 
stock of parts in neat steel bins. These bins save much 
time and space and provide safe storage for valuable stock. 

(Continued on page 32) 
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Many New Features in 


~ (pti > 4 ~ | Improved Front Axle and Steering Gear 


of Ball Bearing Construction and 


Gi ~ Light Single Plate Clutch Make 
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Front of series 75 chassis pom a AS RS O perati on V ‘ery Easy—S EU- : 
showing new axle, front ae ie | 7 ; | 
ys eral Engine Changes | 


wheel brakes, steering 

stabilizer, shock absorb- 

ers and new spring sus- 
pension 


HE new Marmon series 75 which 
supersedes the model 74 is a car that 
handles with little effort. Steering is 
made easy by the use of a new gear 
known as the Marles type which is 
especially designed with ball bearing 










Brake operating 

linkage on front 

wheel of new Mar- 
mon 


New connecting rod with 

oil duct to piston pin 

drilled through boss in 
web 











This diagram shows how 
oil under pressure is 
taken to all engine bear- 
ings 








construction so that friction in the steer- 
ing mechanism is reduced to a minimum. 
This, combined with the ball bearing 
steering spindle, gives an ideal combina- 
tion. 

Ease of handling is further increased 
by the use of a heavy duty single plate 
clutch which has little tendency to spin 
and accordingly facilitates quick and 
noiseless gear changing. 

Other refinements and improvements 
in the chassis mechanism include the 
use of Bendix four wheel brakes, re- 
vised brake operating construction to re- 
duce rod length, changed frame con- 
struction at the front to provide for 
bumper anchorage and new spring sus- 
e pension, twin beam headlamps, new in- 
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strument board with Fedco number plate, 
and steering stabilizer, constructed on 
the shock absorber principle, to elimi- 
nate shimmy. 


Several improvements have been made 
in the engine, these including force feed 
to the center camshaft bearing, drilled 
oil duct in connecting rod to carry oil to 
piston pin, Marmon modulator at front 
of crankshaft to eliminate torsional vi- 
bration, light weight cast iron piston 
with three rings all above the piston 
pin, air cushion in lubrication system, 
gap type ignition distributor and two 
auxiliary breathers to remove moisture 
from interior of valve cover. 


With the changes in engine and chassis 
there have been added six new body 








types, four of which are custom built, 
and coincident with the development of 
the series 75 the prices of all models 
have been revised. These prices, while 
slightly higher than formerly, mean the 
offering of more car for the money when 
it is considered that the prices now in- 
Clude four wheel brakes, Motometer, 
Lovejoy shock absorbers, bumpers front 
and rear, automatic windshield wiper, 
Cigar lighter and bar type radiator cap. 

Previous reference has been made to 
the steering gear which is of ball bear- 
ing construction. In this gear a novel 
construction is used to eliminate much of 
the friction found in most gears where 
One plain surface slides on another. In- 
Stead of a worm and wheel, a worm and 
disc are used. As the gear is operated, 
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Marmon series 75 sedan 
limousine for seven  passen- 
gers 


Sectional view of ¢ 
the Marmon 75 en- } - 
° ° ; t Poms ee 
gine showing the } eens 
new Marmon mod- ¥ 
ulator and new | 
heavy duty single 
plate clutchh The 7? 
two breathers at “~~ 
top of valve cover 
are also shown 


the disc, which rides between the threads 
of the worm, is forced one way or the 
other. The turning friction due to the 
rotation of the worm is eliminated how- 
ever by having the disc float between 
two ball bearings which take the thrust, 
one at either side. In this way the 
steering force is transmitted to the front 
wheels with the least possible friction 
1Oss. 


New Steering Stabilizer 


In the new front axle the reverse 
Elliot construction is now used and the 
axis of the king pin is such that its ex- 
tension would strike the center of con- 
tact of the front tire with the road. The 
Bowen system of chassis. lubrication 
feeds oil to a reservoir at the top of the 
steering spindle. The ball bearing 
























Sectional view through left 
front wheel showing steering 
and brake mechanism 


which carries the weight of the car is 
mounted in this oil reservoir which also 
makes for easy steering. Overflow from 
this reservoir goes to the steering con- 
nection at the fore and aft rod and the 
cross rod. 


The steering stabilizer which is of 
Marmon design is similar in appearance 
to a Hartford shock absorber. It is 
mounted on the front axle I-beam and 
grips the steering cross rod. It exerts 
enough frictional resistance to damp out 
any tendency of the front wheels to 
shimmy, but at the same time its effect 
on steering can not be detected. 


Another feature which facilitates steer- 
ing and helps in overcoming shimmy is 
the anchoring of the front spring at the 
rear, a shackle being used at the front. 
This construction prevents turning of 
the front wheels due to front spring de- 
flection, as is the tendency when the 
front spring is shackled at the rear and 
anchored at the front. With the change 
in spring suspension the front end of 
the frame was changed, a heavy forging 
being used in the side rail channel to 
provide a rigid mounting for the front 
bumper. 

Operation of the four wheel brakes 
which are of Bendix design is effected 
by the brake pedal. The emergency 
brake lever operates to set the rear 
brake shoes only. It can also be used 
after the pedal has been pressed down, 
in which case it works very easily and 
acts as a parking brake, holding the rear 
brakes in engagement. No equalizers are 
employed and the adjustment is such 


(Continued on next page) 
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(Continued from preceding page) 


that equal braking is obtained on all 
four wheels. 


Shorter Brake Rods 


A cross shaft at the front end of the 
torque tube is used, to which the action 
from the brake pedal is transmitted. 
Other rods then run to the rear axle. 
This construction gives shorter rods than 
were formerly used and prevents brake 
road noise. From the pedal mechanizm 























The steering stabilizer, a 
special Marmon feature 
which prevents shimmy of 








front wheels 





a rod goes forward to an intermediate 
lever and a second rod connects to the 
cross shaft on the front axle. This 
cross shaft is of peculiar construction 
with a heavy center and smaller diam- 
eters at the ends so that with the oper- 
ating lever at the left of the heavy por- 
tion there will still be uniform braking 
force exerted at both front wheels, the 
slight distortion of the rod at each end 
being equal, due to the use of equal 
lengths of the smaller diameter. A ver- 
tical member which is used in operating 
the front wheel brakes goes to a ball 
and socket joint which is exactly over 
the center of the king pin, so that the 
application of the brakes is not affected 
by any angle at which the wheels might 
be turned. 

Previous reference has been made to 
the fact that oil under pressure now 
goes to the center camshaft bearing. 
This makes every bearing in the engine 
pressure lubricated. The gear type oil 
pump is driven at the rear of the cam- 
shaft and supplies oil direct to the rear 
camshaft bearing. Oil then goes to the 
rear bearing of the crankshaft and 
through the crankshaft to all the other 
main and connecting rod bearings. The 
center of each crankpin is drilled out to 
a diameter of approximately 1% in., the 
ends of the pin then being plugged. 
These crankpin oil reservoirs are then 
connected by *% in. ducts’ drilled 
through the crank webs, making the 
whole crankshaft an oil distributing unit. 


Air Cushion in Oil System 


At the front main bearing oil leads go 
to the front camshaft bearing and to the 
oil relief valve. The camshaft is drilled 
from the front back to the center to 
carry oil to the center bearing. Before 


22 


Coens 


Steering gear and front 
axle assembly 


reaching the oN relief valve the oil is 
taken to an air cushion chamber which 
is used to prevent excessive pressure 
rise in the oil lines when the engine is 
first started in cold weather. 








New Marmon List Prices 























*Five passenger Town-Coupe $3195 
‘T'wo passenger speedster 3485 
Four passenger speedster... 3485 
Five passenger phaeton 3485 
Ee Senet ee 3485 
Two passenger coupe 3485 
Brougham. ......... 3065 
*Coupe-Roadster 3565 





Five passenger standard sedan........ 3065 
Seven passenger standard sedan... 3640 
*Custom built touring for seven pas 











et 3060 
*Custom built touring speedster for 
seven passengers...........0.00...0200000..... 3565 
*Custom built Sedan-Limousine for 
seven passengers ............ 4175 
*Custom built sedan for five passen- 
REECE ree 3960 








*Designates new body models. 








When the engine is first started and 
the oil is heavy, there will be a flow of 
sluggish lubricant through the crank- 
shaft to this air cushion and oil will rise 
























c 

Two passenger coupe roadster on the 

series 75 chassis. A rumble seat accom- 
modates two extra passengers 


in this chamber, compressing the air. 
This will permit the lapse of an instant 
of time in which oil can start through 
the oil relief valve and begin to flow 
through the other oil lines. As will be 
seen in one of the illustrations, oil from 
the relief valve goes to the bearing of 


the accessory shaft and to the overhead 
valve rocker shaft. There is also a con- 
nection to the oil pressure gage and to 
the oil purifier which not only filters the 
oil, but, by means of exhaust heat, dis- 
tills off the gasoline and water vapors, 
which are then fed into the carburetor. 

The illustration which presents a sec- 
tional view of the engine shows the con- 
struction of the new clutch, while at the 
front the Marmon modulator is shown. 
This is essentially a small flywheel, 
friction driven. The center unit is made 
in two parts which are separated by 
three coil springs. These springs push 
the two halves outward against friction 
rings which are backed up by two flanges 
rigidly attached to the crankshaft, one 
of these flanges incorporating the fan 
driving pulley. The slipping action 
which is possible is sufficient to damp 
out torsional vibration through the 
power range of the engine. 


Full Crowned Fenders 


A mechanical improvement in the 
starter operating mechanism has beet 
made by mounting it on the engine 
crankcase to insure against misalisn- 
ment. The pedal also is mounted on tfc 
engine and extends through the toeboard. 

Fenders are now of the full crowned 
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tone taupe, two tone green or one tone 
Bloomfield gray. Leather upholstery is 
used. 

The new custom built touring speed- 
ster with extra seats accommodates 
seven passengers. It is supplied with 
either a Burbank or Pantasote top and 
is finished in one tone Lido blue, two 
tone green or two tone tan with leather 
upholstery to harmonize with the finsh 
employed. A trunk is regular equipment 
on this model. 

The new custom built five passenger 
sedan replaces the former de _ luxe 
model of this type. It has a custom 
built body by Locke and Company. The 
seven passenger custom built sedan is 
similar but has auxiliary seats 
the full width of the car so as 
to accommodate three people. 
These extra seats permit the 
occupants to face forward. 
The custom bluit sedan limou- 
sine is similar to the sedan 
except that a partition sep- 
arates the chauffeur and pas- 
sengers compartments. The 


Rear axle showing new brake operat- 
ing cross shaft at front of torque tube 


~ 


type, except on the Town-Coupe which car Marmon has 
uses the paneled fender. ever built, listing at 

An improvement in finishing the in- $3195. This is a 4 
terior of the closed models has been model finished in one : ) 
effected by the use of sponge rubber arm tone Laidlow Blue 
rests at the sides of the rear seats. The or Ascot Taupe (two 
custom built cars also have hardware tone). The upholstery is 
and fittings of extremely artistic design either cloth or mohair. = sliding glass dividing the com- 
and genuine walnut trim. The new Coupe Roadster has been de- . partments is slightly inclined and fully 

The town coupe, a five-passenger car signed to meet the demand for a con- disappears. The front compartment is 
of the coach type, is the lowest priced  vertible type of car. Itis finished in two upholstered in leather. 





In the Million Dollar Class in Four Years caused you to go elsewhere. Whatever the cause, won’t 








(Continued from page 11) 

“The day after the customer takes delivery of the car, 
he receives a letter from us inviting him to bring us his 
problems, if he has any. We promise him free advice and 
instruction, and we always keep our word to our cus- 
tomers. 


“Two weeks after the new customer gets his first letter 
of thanks, we send him another letter, informing him that 
one of our men will call on him at a fixed hour and date, 
to inspect his car and to advise him about handling and 
maintaining it. We ask him to telephone us in case the 
engagement is inconvenient, so that we may make another. 

“Then we add a postscript to this letter, suggesting to 
him that, ‘if he has a friend who is thinking of buying 
a car, the salesman who waited on him would be glad to 
have the name of that friend.’ This postscript has brought 
us many real prospects, and has resulted in a surprising 
number of sales. I believe we get more genuine prospects, 
who can be converted into customers, by this method, than 
by any other we have tried—and we have tried ‘most of 
them. We use it constantly, and our volume of business 
this year is more than double that of 1925, 


Buyers Get Service Letters 


“When one of our customers fails to appear at our serv- 
ice station for 30 days, we send him a letter reading as 
follows: 

“*Dr. Smith Jones. 

“*Dear Doctor: 


“*Have you ever lost a friend or had one pass you by 
on the street without speaking to you? 


““*If you have, you will know how I felt this morning 
when I found that you had not patronized our Service 
Station for over thirty days. The knowledge that you 
had discontinued your association with us was a distinct 
shock to me and I felt it keenly. 

““Perhaps one of our mechanics or employees was 
slightly neglectful or some little misunderstanding has 
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you call me up—or better—stop in when next you are 
passing, so that I may have an opportunity to rectify any 
wrong that has been done? 


“*You know, Dr. Jones, I feel that my business asso- 
ciates are very close to me, and I do not want to lose you, 
especially, as a business friend and patron of this organi- 
zation. 

““*“When may I have the pleasure of hearing from you? 

‘Cordially yours, 


““HAROLD D. KNUDSEN CO., 
“*(Signed) Harold D. Knudsen, 
““ *President.’ 
“The majority of people do not realize the interest the 

automotive merchandiser of today should and does take 
in them after they have purchased a car from him. The 
satisfied customer is the world’s most widely heard adver- 
tisement. By the same token, the dissatisfied one regis- 
ters the world’s loudest knock. 


“The ‘letter usually brings the customer in, even when 
he haS no particular problem. He feels friendly toward 
us, and, when he is passing, he drops in. We sieze the 
opportunity to cement the friendship. Our men look over 
his car; advise him when it should be lubricated, and give 


him other tips that make for easier and more satisfactory 
operation. 


“Nine times out of ten, the customer comes back, and, 
more important even than this, he sends his friends in, 
whenever he hears of one who is thinking of buying a car. 


Other Letters Follow 


“But, if the customer does not come in after receiving 
the first letter, we send him, at the expiration of the sec- 
ond 30 days, the following letter: 


“*There are automobile mechanics and automobile me- 
chanics. Some are good and some are bad, but only here 
will you find a staff of well trained men who specialize in 
CHRYSLER repair work—who KNOW the mechanical 


(Continued on page 43) 
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NEW ITEMS CAR OWNERS WANT 


Improved Akron-Hed 


MPORTANT improvements are said to 

be embodied in the new Akron-Hed 
for Ford engines which is manufactured 
by the Williams Foundry & Machine 
Company, Akron, Ohio. The Akron-Hed 
is an overhead valve head which will 
fit any model Ford without alteration. 
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Improved Akron-Hed 




















It is claimed by the makers that the 
Akron-Hed will save gasoline and make 
for more quiet and efficient operation. 
This replacement head is cast in one 
piece, being the same height and with 
the same bolt holes as the regular Ford 
head but with more space for water. It 
is machined so it may be used with a 
rebored Ford block if desired. The reg- 
ular Ford cylinder head bolts are used 
and no cutting into metal is necessary. 
The spark plug openings are located so 
as to permit perfect combustion. A spe- 
cial and outstanding feature is in the 
fact that the valves on the Akron-Hed 
are operated by annular balls, close 
packed in grease in seamless operating 
tubes equipped with grease clips so new 
grease may be shot easily through the 
tubes: This is said to make for quiet 
operation and distribute wear over large 
areas of tubes and balls instead of con- 
centrating wear at three points of the 
usual rocker-arm mechanism. The retail 
price of the new Akron-Hed is $67.50. 





Dozier Glare Deflector 


fq SEAT RON of glare from the head- 

lights is the purpose of the Dozier 
Glare Deflector, a product of the Dozier 
Mfg. Co., P. O. Box 356, Norfolk, Va. The 
deflector is attached to the lamp base 
with a spring and is semi-cylindrical in 


shape covering the lamp bulb. The end 
pieces are of metal, while the side is 
made of frosted amber glass. With the 
deflectors attached, the headlight throws 
a white beam of light which does not 
rise more than 3 ft. above the roadway, 
it is claimed, and also affords an amber 
non-glaring light above the white rays. 
Price per pair $2.75. 


Ventroil Piston Rings 


E piece oil control rings are now 

being made by the Eco Co., 23 Worm- 
wood St., Boston, Mass. The Ventroil as 
the ring is called is provided with a step 
joint and the vents or openings are said 
to be of such size and so spaced that 
there is an even pressure exerted against 
the cylinder wall. The walls of the 
groove, which is on the outside of the 
ring and the vents or slots are at an an- 
gle to the direction of piston travel. The 
upper side of the groove has a scraping 
edge which collects the oil when the pis- 
ton moves downward while the lower 
edge is beveled which serves to throw 
the oil against the cylinder wall as the 
piston moves upward. The surplus oil 
gathered in the groove is drained down- 
ward through the vents to the drain holes 
in the ring groove of the piston. 





Mosler Timer Oiler 


HE Mosler Metal Products Co., Mount 

Vernon, N. Y., is manufacturing a de- 
vice which is designed to lubricate the 
Ford timer. It consists of a round disk 
of wicking with a metal center to which 
the supporting lugs are secured. The 
oiler is dipped in medium oil and placed 
in the timer case. By turning the sup- 
porting lugs outward under the fibre the 
device is held in position and oil is fed 
to the roller from the round disk of 
wicking by means of a small supply wick. 
It is quickly installed and will lubricate 
the Ford timer for one year, it is claimed, 
without additional oil. 


Jumbo Horn Buttons 


IFFANY Manufacturing Company of- 

fers the trade a new horn button for 
Ford and Dodge Brothers cars which is 
to be mounted on the steering post in 
place of the cap nut. The item is called 
the “Jumbo Horn Button.” It is said the 
shell can not cut or damage the cable 














Jumbo Horn Button 





















































which is held securely in position by a 
heavy fibre arm. The fibre arm also re- 
ceives all the strain and prevents the 
cable from being torn out from the ter- 
minals. Insulating washers are made of 
high grade fibre. Ample cable is fur- 
nished for the installation and to allow 
for free movement in the steering wheel. 
The “Jumbo” retails at 75 cents. 





New Miller Tires 
ILLER Rubber Company, Akron, 
Ohio, has brought out a tire which 
the company says has been designed for 
the man who habitually overloads his 
small truck without regard for the dam- 
age to tires he causes. This is a “32x6 
standard” tire designed to oversize for 
the usual 30x5. Although slightly smaller 
in cross sectional diameter than the 
regular 32x6 its load rating is the same. 
The company also is producing a 
29x4.40 balloon heavy duty tire for com- 
mercial service, a tire which the makers 
declare is made especially strong and 
rugged. Another new product of the 
Miller company is a demountable cushion 
tire which is designed with conical 
cavities alternating on each side. This 
gives ample support and makes for even 
tread wear, the company claims. Steel 
“adapters” are used on some sizes to fit 
certain type rims. It is built in sizes 

330x314, 32x44, 33x5 and 30x5. 
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Method of Servicing 
Dodge Clutch 


Q.—What is the right way to remove 
a clutch so a new facing can be put on 
a 1916 Dodge Brothers touring car? I 
also want to remove transmission case 
except gears in same and put bushing case 
where clutch shaft has worn it large. 
What is the right way to put in the 
facing and install it in the car? I have 
asked seven mechanics (so called) and 
have had seven different answers except 
one that admitted he did not know.— 
Western Machine & Grinding Company. 
Attention: R. E. Nichols, Box No. 501, 
Iowa City, Iowa. 

If the Dodge car in question has large 
brake drums it will be necessary to 
uncouple the rear axle and move it 
backwards. If the car has small brake 
drums it is a method of identifying the 
model which does not require removal 
of axle from spring sockets. At any rate 
the requisite is that the transmission be 
given clearance so that it can be moved 
backwards. In cases where the small 
brake drums are used the universal 
joint may be disconnected in front and 
the drive shaft dropped down to clear 
the transmission. There is some differ- 
ence of opinion, right there regarding the 
best method, but it is the experience of 
local Dodge Service Organization that 
on all styles of this car the removal of 
the rear axle requires considerably more 
time so wherever possible they remove 
the transmission without interfering 
with the axle. Factory information 
recommends removal of the rear axle 
on all models. 


We shall assume now that the axle 
is moved backwards or at any rate the 
rear universal is disconnected. The 
next step is to place a jack under the 
rear of the engine. Jack the engine up 
to a point where resistance is just felt 
On the jack handle. You now have the 
jack supporting the rear end of the 
engine and you can proceed to remove 
the transmission by taking out the 
screws and bolts that pass through the 
mounting brackets. When these bolts in 
question are removed the engine will 
drop unless it is supported and it is for 
that reason the jack has been previously 
Placed under the engine. With the 
bolts removed you may now pull the 
transmission backwards. 


With this done you still have the 
Clutch which must be unloaded before it 
can be removed. In other words the 
Spring pressure of the main clutch 
Spring must be released so that you can 
Withdraw the clutch or cone. There 
are several methods of doing this, de- 
Pending on the amount of equipment 
available. One method consists of nail- 
Ing a wooden cleat on the floor directly 
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beneath the end of the clutch shaft 
exposed, when the transmission is re- 
moved. Insert a couple of pieces of 
broken leaf spring between the second 
coil of the clutch spring and when they 
are securely wedged there, place a two 
by four against the cleat on the floor 
and exert pressure forward on spring 
leaves. This will tend to release the 
pressure against the nut which holds the 
Sspring’s engagement. Now turn the 
clutch spring nut or as it is called by 
Dodge Brothers the clutch spring adjust- 
ing nut off. 

Still another method of unloading this 
clutch is to use a two by four or better 
still a two by six, drill a hole in it at 
the proper height’ of a diameter neces- 
sary to pass the clutch spring adjusting 
nut and small enough to engage the 
spring. With this method you will use 
the same crowbar principle as before 
mentioned but instead of using the spring 
leaf you will have the two by six over the 
spring adjusting nut and have it bear 
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against the spring proper. When you 
have the nut off, the clutch cone will 
come loose and may be pulled out. When 
the clutch spider is removed examine 
carefully the square portion of the steel 
hub. 

In most cases you will find the square 
hub is worn considerably and that is 
the cause of noisy clutch operation. 
There is only one method of eliminating 
the play in the square and that is to 
install a new part. The labor involved 
in installing a new steel hub is so great 
that it will cost considerably less if you 
will purchase complete clutch spider 
assembly, with lining attached. This will 
mean that you will have not only a new 
hub but also a brand new spider and a 
perfect leather facing. 

Our recommendation there is that if 
you purchase a complete clutch spider 
with lining, that you soak it in a bath 
of neatsfoot oil for about twelve hours. 


~~ 


Dort Grease Leak at 
Front Hubs 


Q.—I have had much trouble on a Dort, 
6 cylinder, 1923 model 25, with grease 
leaking past the felt washer on inside 
of front wheels. There are two metal 
cup washers or dust caps, one inside 
which fits against the end of the Timken 
bearing and the other outside with a felt 
washer between them. The hole in these 
metal washers is slightly larger than the 
spindle around which they revolve. The 
felt washer is a close fit. The outer 
washer was originally held in place by 
a few burrs around the edge of the hub, 
made with a center punch, against the 
outer edge of the metal washer. I im- 
proved this method by drilling and thread- 
ing four holes in the edge of the hub 
into which I screwed four stove bolts 
with washers against the other washer. 
I have tried all kinds of felt, single and 
double washers, loose and tight fits, but 
the leak is still there. Alemite grease 
is used. There is slight wear in the bear- 
ings. Can you suggest a remedy other 
than fitting new bearings, since they are 
still too good to be thrown away.—New 
Jersey Reader. 

We are showing a cross-sectional view 
through the front wheel of this car. The 
front axle used is a Flint, made by the 
Flint Motor Axle Co. of Flint, Mich. If 
you have Alemite fitting on this hub it 
is possible that you are forcing too much 
grease in and the pressure naturally 
makes the grease leak out in spite of the 
felt washers. Even if the bearings are 
worn somewhat you should be able to 
take up the wear by means of the adjust- 
ment at the outer end of the spindle. If 
the wear should be so bad that it pre- 
vents the felt washers making good con- 
tact at the revolving portion of the wheel 
it would explain the reason for the 
grease leaking out. Perhaps some Motor 
AGE reader will have a helpful suggestion 
to offer. 


— 


THE WHITE CO. ASSISTS 


In the issue of June 24th of Motor AcE 
appeared a discussion of difficulties with 
White 3% ton truck bearings. In your 
section “Answers to Reader’s Questions” 
your correspondent states that the crank- 
case gasket on the right side of the en- 
gine forms a gasket also for the oil line 
completing the connection from the sump 
to the oil pump. This statement is not 
correct. The oil line in pan is connected 
with the oil line in the motor frame 
through a heavy cork washer which is 
compressed between the pan and frame. 
The difficulty encountered through fail- 
ure of this oil line may possibly have 
been due to not using the cork washer 
referred to—The White Company, M. D. 
Munn, Repair Service Engineer. 
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Buick-Cadillac Dealer Wants Our Opinion Before | ; “1 
By Tom Wilder 
Starting to Build on 
Q.—We are attaching dimensions of ‘~e 
automobile home we are contemplating ee me = . 
building and we want your opinion before ff- | SHOP a reé 
we start building. How would you ar- TOILET SERVICE EOUIPMENT ETC. 
range this space into different depart- lnegueemelll a 
eee ae B. Walton Motor Co., Wash- | im i, bre 
’ . . oe t he 
In order to give all the space possible STOCK ROOM 7 ¢ | , | _. 
to your showroom we have suggested © SHOWROOM OFFICES ABOVE | | ome : as 
that you arrange your accessory store ¥ SHOP ! | a 
on the side street in the service and ga- om J | _ . enn s0l 
rage entrance. This we believe is good | rt . | pu 
policy inasmuch as most accessory sales PARTS COUNTER ul shi 
are made to car owners rather than pros- 1 | lin 
pective car owners. At any rate it will ‘' = bo 
interfere less with the garage depart- MOTOR AGE. — | > meeatiie ' 
ment than it will with the showroom. PLAN tra 
It might be well to place it across the Seen a Z = = = 4 Cu 
aisle from the position shown so that it 7 er] 
will be closer to the filling station from ; , ; . | ———— to 
which it may draw some trade. If this This lot seems ideally suited to a Buick- he 
is done and it is feasible a show window C4@4illac service and sales building. It we 
might open out on the filling station allows the departments to be in the proper ali 
properly. We are suggesting also that relation to each other, making for economy m 
you build a balcony for your office and and efficiency. ° Do 
restrooms and that the stockroom be o} GARAGE | wo 
arranged under this balcony. might be placed on the balcony in order eu] 
The clear headroom in the service sta- to save the space for the service depart- pa. 
tion and garage need not be more than ment. lie 
12 ft. but here in this wing of the build- Skylights should be installed over the an 
ing it should be extended up to 18 ft. balcony, shop and the garage as the side , _ ble 
This will give the showroom a more windows will not do much good. It is T il me 
pleasing height and allow good headroom economy to install side windows in a Su} 
for the balcony and also the stockroom garage so that the sills are 7 or 8 ft. ACCESSORIES _ the 
underneath. from the floor letting them extend up as aumannatl = thi 
It might be advisable to install a stair- high as possible. This allows the light _———|_ ML DScianN? wo 
way from the service department to the to shine over above the cars where it is : SU] 
balcony and in this case the shop toilet needed. yor 
P SeE 
° ° . ° hol 
Save Delay in Building by Using Warehouse Stock Sash “ 
Steel sash are being used to such 4 nd 
2 LIGHTS WIDE 3 LIGHTS WIDE 7 4LIGHIS WIDE JI LIGHTS WIDE great extent in garage construction that im 
C 14920 GLASS 25% C-14*20 GLASS: 3-8 Cj4x20 GLASS 410% =—06 C1420 GLASS 6-0%" = we are showing a diagram of the sizes 7 
x te contained in the “Warehouse Stock Sash,” 
Ro 4 wa ST JIT] manufactured and carried in stock by the 
Re ae Lith. Litt) David Lupton’s Sons Company of Phil- 
N & C32 C32/6 C42 C42/8 C52 C52/é adelphia, Pa. These sizes are carried oa 
Ss T ‘ © mT completely assembled ready for ship mi. 
~~: N a Roa as a ane ment from Philadelphia, Cleveland, Chi- ab 
S.? ta | cago, Detroit, Atlanta, Buffalo and a large “4 
oS case C33 C3316-! C43 C43/8-1 C53 cs3%-) “umber of agency warehouses. are 
The sizes given are “over all,” the “4 
— dark squares show positions of pivoted = 
2 x ventilators. These sash are usually built vis 
OY s into the brick work or cemented into % Qu 
= aa canine in. grooves left to receive them. 7 
M C34 C34/6-/ C44. C44/8-/ C54 “Standard Sash Units” which are cal- cle 
Ss ried in stock but not assembled come it Wo 
=m at great variety, up to 6 lights wide and wa 
2S» 7 lights high and in greater variety of tor 
su. ventilator placing and in glass size Du) 
By © 12x18 in. as well as 14x20 in. “ 
C35 CISIE-) C45 C4516-) CSS C5SI61 Special sizes are made to order but it = 
is customary to combine two or more the 
List of sizes, ventilator arrangements and numbers of Warehouse Stock manu- stock or standard units to fill large open- lu 
factured by David Lupton’s Sons Company ings. me 
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to Readers’ Questions 





New Parts Give Best 
Alignment 


].—We have a Dodge Bros. car which 
struck a rock in such a way that the 
rear engine support was bent out of shape 
and the flange of the cylinder block to 
which the clutch housing is attached was 
broken. The engine was taken out and 
the flange lined up and welded. The rear 
engine support bracket was straightened 
as best we could. After the engine was 
put back in the car there was a growling 
noise in the transmission and a squeaking 
sound in high gear. Sometimes you can 
push the gearshift lever forward a slight 
amount and the noise will stop. Could 
this be due to parts not being exactly 
lined up?—Marrowbone Garage, Marrow- 
bone, Ky. 

The proper alignment of clutch and 
transmission is a job which must be ac- 
curately done. When all parts are prop- 
erly machined the alignment is correct 
to within a few thousandths of an inch. 
Accordingly when a part is broken and 
welded it is very likely that the proper 
alignment will be destroyed. It is our 
understanding that in the authorized 
Dodge Brothers service station new parts 
would be used on account of the diffi- 
culty of restoring the bent or broken 
parts to their original shape. We be- 
° 5 ° 
lieve this is the cause of your trouble 
and that the welded flange on the motor 
block does not permit of proper align- 
ment. As the hole in the rear engine 
support must line up with the holes in 
the bell housing it is also necessary that 
this part be in proper shape and we 
would suggest your trying a new engine 
support. In making this installation 
you can check up on the dowel pins to 
see that they line up properly with the 
holes. If the transmission case is badly 
sprung it might necessitate a new one 
in order to get proper alignment and 


prevent binding the shaft and having 


imperfect meshing of the gears. 





TRANSMISSION GREASE WORKS 
INTO ENGINE 

Q.—One of my customers has trouble 
With his Fordson tractor leaking trans- 
mission grease into the engine. It leaks 
about a gallon a day so that he does not 
have to use motor oil at all. I have put 
in transmission housing and plates that 
are supposed to hold the grease back, but 
it has not helped any. The tractor is 
about a 1920 model and I put in the latest 
model transmission housing. Please ad- 
Vise what to do—M. L. Cuthull, Swan 


Quarter, N. C. 

There are a number of possibilities for 
Clearing up this difficulty. The first one 
would be to install the regular grease 
washer S-345 supplied by the Ford Mo- 
tor Co., provided you have not already 
put this part in. This is referred to in 
the parts book as a “transmission hous- 
ing plate oil shield.” Within the last year 
or so the Ford Motor Co. has changed 
the recommendation for the transmission 
lubricant on this tractor and now recom- 
mends that the same oil be used both in 
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the engine and in the transmission. Ob- 
viously if this were done it would be of 
little consequence whether the oil worked 
into the engine or not, provided the level 
did not become too high. Tractors 
being produced now are supplied with a 
breather in the transmission housing as 
well as a breather in the crankcase. The 
reason for this being that when the 
transmission and rear axle heats up as 
a result of the friction of service, that 
there is an outlet for the expanded air 
and as a consequence the rear axle and 
transmission lubricant is not forced up 
into the engine. If the tractor that you 
are servicing does not have this provi- 
sion, you can very readily drill a hole 
at the upper part of the forward end of 
the transmission in order to relieve this 
pressure. 


SHOP KINKS 


That nal _ - Useful 


Practically every garage is now equipped 
with socket wrenches of one make or an- 
other and practically all of these use a 
ratchet type handle. In order to get the 
handle on the right way for either right 
hand or left had rotation of the nut, it is 
a time saving scheme to have the wrench 
marked. I have the letter R stamped on one 
side and the letter L on the other, to indi- 
cate right hand or left hand rotation. When 
much work is being done this saves quite a 
bit of time.—Charles M. Sayler, 538 E. Ful- 
ton St., Columbus, Ohio. 






































Readers of Motor AGE are invited to 
submit ideas that they have found useful 
in doing some paritcular service job in the 
shop in a better or quicker way. For each 
one published $2.00 will be paid. When- 
ever possible the idea should be accom- 
panied by a sketch or diagram from which 
a drawing can be made. 


Loose. Camshaft Gear 
Caused Knock 


Q.—Since returning from my vacation 
tour I have been reading the accumulated 
numbers of Motor AcE and noticed in par- 
ticular the article on page 29 of the July 
lst, 1926 issue entitled ‘‘Hudson Trouble- 
shooters Lend a Hand.” This article had 
to do with a persistent knock which was 
said to be due to valves. Having had a 
similar experience I would like to tell 
what we found after some investigation: 
In April of this year one of our regular 
customers traded his 1925 Hudson coach 
in on a 1926 Hudson Brougham which 
had been driven about a thousand miles. 
This car was found to be in perfect con- 
dition and was driven to California and 
back. When it returned in June it ran 
O.K. except that when slowing down to 
idling speed in high gear it developed a 
knock so loud that people on the side- 
walk would turn and look to see what 
kind of a wreck was passing. In driv- 
ing back from California various me- 
chanics wanted to put in new wrist pins, 
new pistons and take up bearings, but 
the owner was not inclined to have this 
work done. When the engine was ex- 
amined it was found that all bearings 
were in perfect condition and the valve 
action seemed to be O.K. The pistons 
were slightly loose and at the owner's in- 
structions new pistons were installed, 
but the trouble was not’ corrected. 
Weights on crankshaft were examined 
and found to be tight. Car was put back 
in service and it was found that the 
knock had not been affected. Finally I 
had a clue and called the owner and told 
him I wanted to adjust the timing chain. 
I adjusted it too tight purposely. The 
chain growled but the knock was gone. 
I then removed the cover from the chain 
case, removed the cotter pin from the nut 
which holds the camshaft sprocket, tight- 
ened all nuts from 1 to 1 1/3 turns and 
found that the trouble was corrected. The 
camshaft sprocket had been loose enough 
to work back. and forth on the studs 
which hold it to the camshaft and this 
had caused the knock. The greater de- 
gree of fluctuation in power impulses at 
low speed had caused the knock to show 
up when idling and caused it to disap- 
pear at higher speed.—R. B. Howard, 
Howard’s Motorcraft Shop, 6 Alderson 
Ave., Billings, Mont. 


It is always easy to diagnose trouble 
after it is found. However, shorting 
spark plugs in various combinations 
should have demonstrated that the trou- 
ble was not due to bearings. This case 
is very interesting and will no doubt be 
helpful to other Motor AGE readers. 


SUBSCRIBER LENDS A HAND 

Tell the party in Long’s Ford Hospital, 
Sulphur Springs, Tex., that the Hudson 
overheating can be overcome by putting 
the radiator hose coil spring in the lower 
hose or else the hose will collapse at over 
30 miles per hour regardless of how new 
it is. Hudson furnishes this coil in the 
old cars. I wasted three weeks looking 
for this remedy.—A. T. McMullen, 13997 
Cloverlawn, Detroit, Mich. 


By watching this particular part of the 
car when the motor is accelerated to 35 
or 45 miles per hour, it would be possible 
to see if this part were really needed and 
we are sure that our subscriber will be 
glad to get this suggestion. 
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Use Rheostat To Get 
Voltage Needed 


@.—We have a compound wound 115-120 
volt 24 ampere generator which we would 
like to use for charging automobile bat- 
teries. We also have a 32 volt farm 
lighting battery. Can you tell us how to 
wire this to charge from 2 to 16 six volt 
batteries at a time? We would also like 
to know what equipment would be needed 
to do this. We have on hand two rheo- 
stats, one rated at 125 volts, 37.5 ohms 
and 2 to 4 amperes. The other is rated 
at 250 volts, 150 ohms and from 1 to 2 
amperes.—Midland Garage, R. R. No. 2, 
Casco, Wisconsin. 

The first thing to do is to try out one 
of the rheostats in series with the shunt 
or fine field winding of the generator. 
You will need a voltmeter in order to 
check the effect of the rheostat. With 
the generator driven at normal speed 
you can vary the rheostat setting and see 
what happens to the voltage. If you can 
regulate it from 12 volts to 115 you know 
you have range enough to handle from 
2 to 15 or 16 batteries. You need to 
allow 8 volts per battery to make sure 
you can get them fully charged. If this 
rkeostat does not cut the voltage down 
enough you might try the 250 volt one 
which has the higher resistance of 150 
ohms. 

We would recommend a cutout except 
for the fact that you will have such a 
varying voltage due to having different 
numbers of batteries on charge at differ- 
ent times that the conventional type of 
cutout would not work very well. Be- 
lieve you can get a reverse current de- 
vice of some sort, however, that will 
protect the batteries and generator in 
case the engine driving the generator 
should stop for any reason. 

In operating this charging outfit after 
you have the needed voltage control you 
would set the voltage a little above the 
battery voltage. For example with 5 
six volt batteries to be charged you 
might set the voltage a little over thirty. 
It might be 32 or 34 volts. You would 
then close the switch and watch the am- 
meter reading. Further rheostat adjust- 
ment would then give current desired. 





SIMPLE AS ABC FORD GENERATORS 


Q.—Supply wiring diagram or plan 
showing how to wire an ABC starting 
and lighting system as a generator only 
for a Ford car. Can we use a regular 
Ford cutout in place of the one that is 
already in use? When a common cutout is 
used, now, it does not show any reading 
on the ammeter. How could it be used 
so it would be all right?—Howland Ga- 
rage, Brandon, Vermont. 


Information on this system is hard to 
get. In one wiring manual it shows a 
diagram of an ordinary generator and in 
the explanation it says that the gen- 
erator used a current regulator. Con- 
sequently we are not sure of the circuit. 
However, if it is a typical third brush 
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machine and has just one live terminal, 
you can connect this terminal to the 
G terminal of an ordinary 6 volt cutout, 
like the cutout used on Ford cars. The 
B terminal of the cutout would be con- 
nected to the ammeter and the other 
ammeter terminal would be connected to 
battery. The frame or base plate of the 
cutout would be grounded. Then if you 
short circuit the two cutout terminals 
you should get discharge on the ammeter 
and if you do not it indicates you have 
the cutout wire connected to the wrong 
ammeter terminal. 


If the machine has two terminals and 
one is connected to the insulated brush 
and the other is connected to one end 
of the field, then you can connect up the 
same way, as far as cutout and ammeter 
are concerned, running your wire from 
the armature or brush terminal of the 
machine over to the G terminal of the 
cutout. However, to connect up the field 
you would have to use a piece of iron 
wire as a resistance between the arma- 
ture terminal and the field terminal, so 
as to make a sort of regulator. If you 
should experiment with various lengths 
of stove pipe wire you would probably 
find one that would give approximate 
regulation. We are sending you rough 
pencil sketch showing the two types of 
diagrams that fit your type of machine. 
In your letter you state that the ordinary 
cutout does not indicate current on the 
ammeter. This is due to the fact that 
you have connected it to the wrong am- 
meter terminal or else the machine is 
one that requires a current regulator 
connected up with a piece of iron wire 
as we have recommended. 





Magnet Charger for 
32 Volt Line 


Q.—I want to make a magnet charver 
to use with a 32 volt lighting plant, but 
do not know what size wire to use and 
how many turns to use. I understand 
how to wind the charger and have one to 
use with 6 volt battery. My charger has 
¥% in. diameter core which is about 4 in. 
long. Should I change it in any way or 
will it answer the purpose, if it is wound 
with the proper size wire?—Albert E. 
Rudolph, R. 2, Jasper, Ind. 


Assuming that the charger that you 
now have is working satisfactorily on 
6 volts it can be readily changed over 
for use on 32 volts, by removing the 
present winding and replacing with an- 
other winding of wire seven sizes smaller 
than that used at present. For example, 
if the charger is now wound with No. 16 
wire it will be necessary to use No. 23 
or if it now has No. 14 it should be 
changed to No. 21. In doing this be 
careful to wind the core to the size that 
it was before removing the old winding, 
that is so that the finished job will be 
the same size as before, but will contain 
more turns of wire. It will be unneces- 
sary to change the core in any way. 





ASKS FOR TWO DIAGRAMS 

Q.—Will you kindly send me wiring 
diagram of 1920 Stutz and 1921 Elgin 
model K.—Flushing Avenue Garage, 1058 
Flushing Ave., Brooklyn, N. Y. 

We are sending you a diagram of a 
1930 Elgin in which we understand the 
circuits are the same as in the 1921. We 
are publishing diagram of the series S 
Stutz car, which we believe will serve 
your purpose. 


Wiring diagram of Series S Stutz 
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Determining Valve Timing 
for Average Car 


Q.—I would like to know some short 
rule for finding the position of thé valves 
in regard to the crankshaft on any make 
automobile.—E. P. Milner, Clarksville, 
Ohio. 

If possible the correct timing of the 
valves should be known. This is often 
given in instruction books. Where the 
timing is not known it is often found 
that there are marks on the flywheel 
which show the position at which the in- 
let valve should open or the exhaust 
valve should close. The timing of va- 
rious cars does not differ very much so 
that when there are no marks and no 
information is available it is usually safe 
to figure that the intake should open and 
the exhaust should close somewhere be- 
tween dead center and a point 15 deg. 
past dead center. Averaging these two 
positions we would say that 8 deg. past 
center would be a safe figure to use. If 
an engine has been entirely disassembled 
so that the camshaft and crankshaft 
gears have been out of mesh or the tim- 
ing chain has been removed then it may 
be found possible to check up the tim- 


ing by marks on the gears or marks on 
the sprockets. 


How to Check 


A simple way to check which will be 
substantially right in practically all 
cases is to remove a spark plug in the 
No. 1 cylinder and turn the engine over 
with the thumb held over the spark plug 
opening. When the compression is felt 
to blow past the thumb you will know 
that the piston is coming up on the com- 
pression stroke. At the top of this stroke 
is the firing position. Now if you turn 
the crank one complete revolution you 
have the piston coming up on the exhaust 
stroke at the top of which the exhaust 
valve should close and the inlet valve 
should open. If the exact dead center 
position is obtained with the piston at 
the top of the stroke it will be found 
that a further movement of about one 
inch on the starting crank handle will 
give approximately 8 deg. past top dead 
center which is about the point at which 
the inlet should open or the exhaust 
close. To check the operation of the 
valves it is convenient to have the valve 
cover plate off and a piece of thin paper 
such as cigarette paper inserted between 
the lower part of the valve stem and the 
valve tappet. The paper will be pinched 
sO that it cannot be removed without 
being torn while the valve is off of the 
seat and the paper will be released at 
the instant the valve seats. This is a 
convenient way of telling the instant at 
Which the valve closes or opens. You 
May find that the pinching or releasing 
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Answers to Readers’ Questions 


of the paper will occur a little before 
or after the one-inch position of the 
starting crank handle above indicted. 
This may be due to a slight variation of 
timing of that particular engine from 
the average above indicated. If not sure 
as to whether this is the correct timing 
or not it can be changed one tooth on 
the gear or socket and it will probably 
be found that the meshing of the chain 
or gears will be coarse enough so that 
the timing will be changed considerably. 
This change is usually enough to show 
whether you have the timing right or 
not for one tooth will usually throw it 
out a considerable distance. 


STEERING GEAR ADJUSTMENT 


Q.—Supply information on the 1925 
Dodge steering gear. This gear is loose 
and we cannot get the looseness out. 
The car runs all over the road. Should 
the axle be tilted a little to overcome 
this?—Illinois Repairman. 

We are showing cross-sectional view 
of the Dodge steering gear. Looseness 
in the gear may be removed by first 
taking up the slack in the thrust bear- 
ings above and below the worm. This 
is done by loosening the worm adjusting 
nut clamping bolt. The clamping nut 
can then be turned until there is no up 
and down play in the steering column. 
The next thing to do is to adjust the 
mesh of the worm and worm wheel. To 
do this remove the eccentric bushing 
lock. This lock is retained by a screw 
on the steering gear case almost directly 
below where the worm shaft enters the 
case. 


Turn the end of the eccentric bushing 
that projects through the frame with a 
wrench provided in the tool kit, until the 
worm wheel is brought into close mesh 
with the worm. Replace eccentric bush- 
ing lock making sure that the inner end 
of the lock fits into one of the notches 
on the inner end of the eccentric bush- 
ing. Replace the screw holding the lock 
in place. The top of the axle should tilt 
back a slight amount which should cor- 
rect the difficulty. 


WORM ADJUSTING NYT. CLAMPING BOLT 
WORM ADJUSTING NUT ~ - , 
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Dodge Brothers steering gear adjust- 
ments 


Clutch Drags and Gears 
Slip Out of Mesh 


Q.—Please give me some information on 
a Hudson coach 1924 model. This car 
clashes gears when first going into low 
gear but shifts o. k. after once vetting 
into first. What is the cause of this? 
I have tried adjusting the clutcn throw- 
out but this makes no improvement in 
the performance. Also the same car slips 
out of second gear when taking a hill. It 
is necessary to hold it in gear while go- 
ing up a hill. I have not yet removed 
this clutch or transmission from the car 
and would like a little information from 
you before doing so.—Mallory’s Garaz., 
Georgetown, Ky. 


The difficulty in shifting into low gear 
is most likely due to warped clutch 
plates which take up all the clearance 
which the throwout collar can give them. 
The only remedy for this of course is to 
overhaul the clutch and replace such 
parts as are in bad condition. At the 
same time you will have an opportunity 
to repair the transmission. The partic- 
ular attention that this latter part re- 
quires is the elimination of end play as 
it is the end play which will force these 
gears out of mesh. 


-_ —— 


SPECIAL FORD GEAR RATIOS 


Q.—Will you please publish the gear 
ratios available with a Ruckstell axle in- 
stalled in a Ford when standard gears are 
used and when special 3 to 1 gears are 
used? If a Ford will go 55 miles an hour 
at present how fast will it go with a 
Ruckstell axle using 3 to 1 gears.—R. G. 
Smith, 669 Alberta St., Portland, Oregon. 


The gear ratios obtained with the 
Ruckstell installation are as follows: 
Standard Gearing 3-1 Gearing. 








Ford High 3.6-1 3-1 
Intermediate High... 5.6-1 4.7-1 
Ford Low 10.0-1 8.5-1 
Emergency Low ...... 15.4-1 13.0-1 
Ford Reverse .......... 14.5-1 12.3-1 
Low Reverse .......... 22.3-1 19.0-1 


The 3-1 ratio will give about 20 per 
cent extra speed with the same engine 
revolutions but do not lose sight of the 
fact that it takes POWER to maintain the 
engine revolutions and thus get greater 
speed. Under ideal conditions of road 
and load, however, a small increase in 
speed would be obtained by merely 
changing the gearing. 


BLOWS THROUGH CARBURETOR 


Q.—In working on a Ford truck I find 
that the engine misses on the No. 1 
cylinder and blows gas back through the 
carburetor. I have checked up on the 
timing, ground the valves, checked to see 
if they opened and closed properly, but 
was unable to locate the trouble.—Leonard 
Brannock, 6554 Champlain Ave., Chicago. 


There is probably a valve sticking or 
a weak valve spring. In checking the 
timing would suggest that you do it on 
all four cylinders to make sure the cam- 
shaft is not twisted. 
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There Is Still Some Art in a Mechanical Age 


C. A. SHALER, manufacturer of Shaler vulcanizers at 
Waupun, Wis. “ has announced the gift to his city 
of the statue, ““The End of the Trail,’” by James Earle 
Frazer. The original figure modeled in plaster was a 
noteworthy feature of the Panama Pacific Exposition 
at San Francisco. ‘The End of the Trail’ depicts an 
Indian warrior bowed in deep dejection, seated on his 
pony, which also crouches forward in dumb misery. It 
presents the idea of a weaker race being pushed stead- 
ily to the wall by the stronger. The figure will be in 
bronze 12 feet high on a stone base two feet thick, 
the whole surmounting an imitation Indian burial 
mound. 
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A MARKET FOR WELL USED CARS. 
The older they are the better, because the 
cheaper. In Berkley, Calif., where is lo- 
SUBMARINE THOROUGHFARE to connect Oakland and Ala- cated the University of California, 2500 
meda under the Alameda estuary. There are 12 steel and new students each year buy nearly 300 
concrete tubes like this being built at Hunters Point. When of these old “‘crocks,’’ paint them in fan- 
finished they will be floated 9 miles across the bay and lowered tastic colors and have a large time driving 

into place. This project will cost $3,883,000. them as far as they will go—also as fast. 
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NEW TOOLS AND SHOP HELPS 


Lupton Ford Glass Rack 
Profitable handling of Ford glass is 


declared to be insured by the new Lup-. 


ton Rack which stores the glass in sight 
of the customer to remind him of his 
need and at the-esame time facilitates 
handling and minimizes loss through 
chipped edges. A glass stock consisting 
of 12 sizes of windshield glass and 16 
sizes Of door and window glass, either 
with or without channel, thus is com- 
pactly stored. 

In the two upper sections the rack is 
open on both sides permitting the glass 
to slide in and out easily from either 
side. The lower section is divided by a 
partition permitting storage of wind- 
shield glass up to 18 inches in width on 
one side and up to 12 inches on the other. 

All sizes of glass are separated into 
compartments by adjustable dividers and 
each compartment is equipped with la- 
bels and label holders. The rack, strong- 
ly built, is attractively finished in olive 
green baked enamel. Dimensions: §8 ft. 
high, 4 ft. wide and 2% ft. deep. Manu- 
factured by David Lupton’s Sons Co., 
Allegheny Ave. and Tulip St., Philadel- 
phia, Pa. 

De Vilbiss Touch-Up Outfit 

The De Vilbiss Touch-Up Outfit, being 
marketed by the De Vilbiss Company, 
Toledo, Ohio, is for use in the refinishing 
shop or service station in touching up 
damaged automobile finishes whether 
varnish, lacquer or enamel jobs. It also 
is for painting engines, wheels, radiator 
cores and other small parts. 

The pincipal unit of the outfit is the 
Type C. Spray Gun with a six ounce 
glass container. The Type C gun embodies 
many of the features found in the Type A. 
De Vilbiss Spray Gun. Type C gun fits 
the hand, with the forefinger falling on 
the trigger. Pressure on the trigger 
sends forth a fine mist of color which is 
applied to the mar or scratch, blending 
it with the surrounding surface. The 
sun is easily cleaned. In addition to 
the Type C. gun the outfit includes: 15 
feet light weight braided air hose with 
connections; hose coupling; air cock for 
connecting hose to standard pipe thread; 
six interchangeable glass spray gun cups 
for colors; tray for carrying gun and 
cups. Price for complete outfit $28.90. 











Lupton Ford Glass Rack 























Hereco Auto Wash Spray Gun 


Herco Auto Laundry Equipment Com- 
pany, 312 N. Craig St., Pittsburgh, Pa., 
is producing a spray gun for automobile 
washing which the company declares 
positively removes grease, grime and 
dirt with air and water only. Soaps, 
kerosene, gasoline and solutions are said 
to be unnecessary when this device is 
used on the cleaning job. The gun will 
spray and rinse bodies without adjust- 
ment or injury to finishes. It may be 
operated from any storage type air com- 
pressor, % h.p. or more, operating with 
a pressure of as low as 50 lbs. With 
the gun the company will furnish a 
Herco vacuum cleaning attachment at 
added cost. 
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Improved Blake Relining Machine 

An improved Blake Brake and Clutch 
Relining Machine, a product of the Blake 
and Buell Co.,. Glendale, Cal., is being 
distributed nationally by the Manufactur- 
ers’ Auto Equipment Company, 845 San 
Fernando Bldg., Los Angeles, Cal. The 
improved Blake is recommended by the 
makers for superior performance, han- 
dling any relining job swiftly and easily, 
being simple in design and of sturdy 
construction. It has sufficient power for 
heaviest duty performances. 


Specifications include: heavy cast 
frame of “T’ and channel construction; 
sliding locating pin; adjustable counter- 
sink that “stays put’; ordinary wire 
gage drills used with easily sharpened 
split sleeve countersink; gear and rack 
riveting device; Westinghouse 1/6 h.p. 
motor with safety switch and cord. 

Tools furnished enable the operator to 
handle any brake band or clutch relining 
demand. They include: punch and block 
for cleaning bands of old lining; drill 
and countersink for No. 1 rivets; drill 
and countersink for No. 2 rivets; riveting 
tool with flat and concave ends; riveting 
tool with flat and star ends; Allen set 
screw wrench. Price $68.50 complete 
with accessories listed. 


Mallory Rotary Ignition Tester 


Mallory Electric Corporation, Toledo, 
Ohio, is marketing a device for testing 
ignition, application of which is said to 
show the mechanic plainly what happens 
in the cylinders of any automobile en- 
gine. The Mallory Rotary Ignition Tester, 
as this contrivance is called, consists of 
a rotary disc on which is mounted a 
special bulb. The machine is connected 
with the high tension circuit and the 
dise is revolved. Contact is made and 
broken 34 times in each revolution and 
the disc may be revolved at a speed cor- 
responding to any engine speed. During 
this operation the character of the spark 
can be judged. Two or three quickly 
made changes in connection enable the 
operator to determine whether’ the 
trouble is a weak coil or a poor con- 
denser. Spark plugs are tested by re- 
moving them from the car and trying 
them on the tester disc. 
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Massachusetts Experiments with Compulsory 


Automobile Insurance 
(Continued from page 9) 
some way instead of the insurance companies. 

Ever since the rates were announced there has been a 
barrage of questions hurled at the insurance commissioner 
and some of them he has been unable to answer. The law 
does not cover motorists operating anywhere except upon 
the public highways of Massachusetts. An accident on 
a private way such as entering a garage or filling station, 
or into a back yard does not count under the policies. 
Nor does it take care of trips out of the Bay State. But 
for $2 extra one may get the extra coverage. No one has 
any authority to change the rates except the Supreme 
Court during 1927. But the legislature has the power to 
change the law taking away this unlimited authority from 
the commissioner. 

Insurance companies now are getting under way their 
plans to put their part of the law into operation by Janu- 
ary 1. Some of them have announced that they will 
arrange for deferred payments on policies. Every person 
must receive from an insurance company a certificate stat- 
ing that he has a policy for $5,000 to $10,000, or a bond 
to that amount from a bonding company, or put up $5,000 
in cash before he is allowed to register his or her car 
next year. 

If the insurance or bonding companies refuse policies 
the owner may appeal to a board comprising the insur- 
ance commissioner, a member of the Public Safety Com- 
mission and another from the motor registry department. 
No representative of the motorists who will pay out the 
millions is on this appeal board. 

Instead of fulfilling the plans of the promoters to give 
to those injured or the dependents of people killed some 
compensation readily and adequately, those who have 
studied the law believe that claims will be adjusted on 
a much smaller basis than anticipated by those seeking 
redress, or they will drag out for three or four years and 
so clog up the courts that it will need an enlarged judiciary 
to handle the cases. At the present time it takes an aver- 
age of two years before any motor accident case is ever 
reached after it once has been listed. 








TYPICAL INSURANCE CHARGES 


Following is a list of representative cars and the rates 
they will pay for personal liability insurance under the 
new compulsory insurance law that will become effective 
in Massachusetts January 1, 1927. The first column gives 
the rates for the Boston metropolitan area, the second 
column for large cities other than Boston, and the third 





























column for rest of the state. ° 
In Other 
Metro- Metro- 
politan politan Rest 
Area Areas of State 

RR rene eee oer $29 $22 $16 
Buick 37 27 20 
IID iin cients 45 34 25 
Chevrolet .................... 29 22 16 
a 37 27 20 
SEED scsactiniaciinienanneeniieenans 29 22 16 
ERE ee em 37 27 20 
inte tice inate 29 22 16 
I aii aioli 45 34 25 
Hupmobile-4 29 22 16 
Hupmobile-6 .............. 37 27 20 
Hupmobile-8 .............. 45 34 25 
Lincoln ........ . 45 34 25 
Ee 29 22 16 
aac ticiaalie 37 27 20 
Overland-4 .................. 29 22 16 
Overland-6 .................. 37 27 20 
Pierce-Arrow .............. 45 34 25 
EEE Ue en 29 22 16 
Star-6 .. stein 37 27 20 
Studebaker-6 .............. 37 27 20 


An additional charge of $2 is made if the car owners 
want to be protected outside the state of Massachusetts 
or upon private ways in the state. 








Many people are under the impression that the state 
will see to it that after an accident the insurance com- 
pany will pay over right away $5,000 to those who were 
hurt or relatives of any one killed. When they find this 
is not so the reaction will set in. 


This spirit will be given impetus when it comes time 


to insure cars and register them at the same time about 
January 1. 





Putting Service Equipment to the Acid Test 
(Continued from page 19) 
A perpetual inventory record of parts assures an adequate 
stock at all times without carrying excessive quantities. 
Parts that are needed on a job are drawn out on a requi- 
sition bearing the job number and the customer’s name 
as a double check that they will be entered on the correct 
job ticket. As soon as the requisition is filled it is checked 
and priced by the stock man who drops it through the 
shoot to the left of the time clock upon the cashier’s desk. 
In order that there will be no delay when the job is fin- 
ished these requisitions are entered as soon as they are 
received. When the mechanic completes his work he 
punches off of that job and drops the shop order through 
the slot to the cashier’s desk. The labor charge plus the 
parts used is then added up and the bill filed alphabet- 
ically awaiting the call of the customer. 

The service manager is located in the office near the 
cashier in order to be able to greet each customer as he 
calls for his car and to be sure that the customer is en- 
tirely satisfied with the work. This is an important item 
in building up a profitable service organization because 
the satisfied customer will send in his friends. 

It is necessary for the service customer to enter the 
salesroom when paying his bill. In an organization that 
is selling cars instead of shop equipment this would add 
many new car prospects for the salesmen to follow up, for 
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the cashier has the custsomer’ name and address and by 
skillful conversation on the part of the cashier the atten- 
tion of the service customer could be called to the new 
cars on the floor and his comments used as a basis for 
determining whether or not he is a good prospect. In the 
Weaver organization an attractive display of shop equip- 
ment impresses the customer with the facilities that are 
available for the efficient servicing of his car. 


Labor turn-over is one of the big problems of shop 
management that is solved to a remarkable degree in the 
Weaver Laboratory Garage. Attractive working sur- 
roundings is the answer. Ample light, made possible by 
large windows and skylights that are kept clean, light 
painting of the interior of the building to reflect this light, 
good ventilation supplied by large blowers that keep the 
air in circulation and carry off all carbon monoxide gas 
through exhaust ventilators, and a supply of filtered ice 
water are some of the things that keep the men contented. 
In addition the supplying of just the right equipment for 
every job attracts a grade of mechanics that would not 
work in an ordinary garage. And when the day is ended 
the opportunity to wash up in a clean room with plenty 
of hot water, soap, and clean towels, and to put on good 
street clothes that have been protected all day in steel 
lockers gives the men a wholesome respect for their em- 
ployers and themselves. And such an attitude means suc- 
cess to the service station. 
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Massachusetts Tries It 


N New England the first experiment with compulsory 
| automobile insurance in the United States will be 

tried. A Massachusetts law requiring all motor 
vehicles to be bonded or insured for the protection of 
persons who may suffer injury from them will become 
effective next Jan. 1. Just. now the state officials are 
perfecting the machinery for putting the law into 
operation. 


The rates have been fixed by the insurance commis- 
sioner, who is authorized to perform that function, and 


they average somewhat lower than the present prevailing 
rates. 


To provide for certainty of enforcement the law pro- 
vides that no motor vehicle may be registered after Jan. 1 
until the owner presents a certificate showing that the 
required insurance or bond has been provided. 


Just what the effect of this law will be upon the trade 
is hard to surmise now. It will compel approximately 
two-thirds of the motor car owners in the state to add to 
their cost of operation the insurance fee, since statistics 
show that only about one-third of the cars are now pro- 
tected under voluntary liability insurance. 


It is reasonable to believe that the desire for automobile 
ownership and operation is strong enough, and the utility 
great enough, that practically all owners will find the 
money to pay for the insurance. Some, however, with 
bad accident records may be refused insurance and thus 
deprived of the right to register their cars. This is as it 
should be, for the protection of the public and the good 
name of the industry. 


But against the compulsory insurance plan the argument 
is raised that it will tend to make drivers more careless 
and bring about an increase in accidents causing personal 
injury. This point is worthy of serious consideration. It 
is true that many irresponsible persons will take chances 
knowing that they are protected which they would not 
take if they had no insurance. At present the only check 
that appears to have the power to offset this spirit of 
recklessness is the rigid administration of the law in 
respect of refusing insurance renewals to those persons 
grossly guilty of negligence and carelessness. The fear of 
losing the right to operate their cars is the most powerful 
deterrent for such persons. 





No Chance—a Million Chances 


W: have heard it said by automobile dealers in 
small towns that they have no chance—that the 
limitations of territory and population are against 
that if they only had a big city to work in they 
could accomplish a wonderful success. 

Which leads us to observe that opportunity in the 
automobile trade exists wherever people are congregated 
together, wherever they have schools, churches, stores, 
highways, farms and other visible evidences of our 
industrial civilization. 

Consider the farm boy down in the Ozarks whose 
unusual success as a Ford salesman was recently told in 


them 
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EDITORIAL, 


Motor AGE. Incapacitated for farm work, he turned to 
selling and the thing he decided to sell was the automobile. 
He didn’t rush off to the big city to get a job or even 
to the railroad division point down the line. He made 
opportunity spring up right in his own neighborhood. He 
began an intensive study of the transportation needs of 
his neighbors and of their financial resources and the 
first thing he knew he was making sales to about 90 per 
cent of the people he picked out as prospects. 


There comes to us the story of an Indiana dealer in a 
small town who refused to be frightened by the used car 
problem. Most of his customers and prospective cus- 
tomers are farmers and in that prosperous community 
there is already a car of the make he sells, or some other 
make, on nearly every farm. 

With initiative and energy that would do credit to the 
finest dealer in the largest city in the country, this small 
town dealer set about educating his prospective customers 
in the advantage of keeping their old cars for utility work 
around the farm and buying new ones for family trans- 
portation needs. It worked wonderfully well and in one 
month he avoided 19 trade-ins that for many a dealer 
would have constituted a serious used car problem. And 
at the same time he sold about $2000 worth of equipment 
to be used in connection with the old cars. 


Brains and energy will get results in the small town as 
well as in the large city. 





Test First 
N= a repairman who has avoided the sad experi- 


ence of doing the wrong repair job in trying to 
correct some trouble on the car. And what is 
the cause? Failure to test first. That is the chief cause. 
One of our readers recently told of finding a loose cam- 
shaft sprocket on a comparatively new car. It caused 
a knock that had fooled mechanics from coast to coast. 
He tested and found it. Tightening the timing chain ex- 
cessively was the experiment he tried. It eliminated the 
knock. Other mechanics had recommended jobs ranging 
from tightening bearings to overhauling the whole engine, 
but the owner was wiser than to fall for their guesses. 
Another man was less fortunate. The owner told him 
that the car popped and missed on hills until he squirted 
oil in the carburetor intake and that this would fix the 
trouble for about 20 miles after which the oil was again 
needed. 


The repair man at once concluded that a valve was 
sticking and although he could locate no such valve, he 
went ahead and installed new valves and springs. When 
the job was finished it was as bad as before. A careful 
test, which should have preceeded the actual work, was 
then made and it was found that an intermittent ground 
in the ignition wiring had caused the trouble. 

Why did the oil fix the trouble? It did not, but when 
the hood was raised it doubtless disturbed the wiring 
enough so that the ground was broken—until the wire 
jarred back and touched again. 
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CAR AND TRUCK PRODUCTION 





Output for August in U. S. 
And Canada Was 266,349 


N. A. C. C. Figure Leaps 22 
Per Cent Ahead of 
That for July 





NEW YORK, Sept. 13.—Continuing 
prosperity is reflected in the car and 
truck production estimate for August 
made by the National Automobile Cham- 
ber of Commerce based on reports re- 
ceived from its members in the United 
States and Canada. The Chamber an- 
nounced the total production of its mem- 
bership was 266,349 cars and trucks. 

This figure is 22 per cent in excess of 
N. A. C. C. July production of 218,566 
units and slightly more than 12 per cent 
above the August, 1925, mark of 227,371. 
A comparison also reveals that August 
was approximately 11 per cent under the 
peak production months of March and 
April, this year. 

Production of N. A. C. C. members for 
the eight months of 1926 was 2,069,671 
cars and trucks as against 1,627,551 units 
for the same period last year, an in- 
crease of 442,120. 

Estimating Ford’s August production at 
154,000 units, the total car and truck pro- 
duction of the United States and Canada 
for August, 1926, should be in the neigh- 
borhood of 420,000. 

Studebaker at Capacity 

NEW YORK, Sept. 11.—Studebaker is 
working at capacity on new models and 
has sold twice as many sedans in August 
as in any one month of its history, ac- 
cording to A. R. Erskine, president of 
the ‘Studebaker Corp., here today. 

August net is estimated by President 
Erskine at from two to two and a half- 
million dollars after taxes and reserves, 
based upon sales of 12,600 cars in August. 
Mr. Erskine expects September to show 
about the same as August. July earnings 
were relatively small because of the in- 
troduction of new models. 


———__ 


New Oshkosh Truck 


OSHKOSH, Wis., Sept. 11.—Deliveries 
are now being made by the Oshkosh 
(Wis.,) Motor Truck Co. of a new model, 
the Oshkosh heavy duty express, a 1%4- 
ton speed business car, upon which it 
will largely concentrate its production 
for the present. The new express is a 
rear-wheel drive, the concern previously 
having specialized in a quadruple drive 
design. A speed of 40 miles per hour 
with full load is claimed for the truck. 

The new model, known as “R,” is pow- 
ered with a 4-cylinder Hercules motor 
of 4-in. bore and 5-in. stroke, with high 
tension magneto ignition, pressure lub- 
rication, Zenith carburetor with hot spot 
manifold, and pump cooling. A multiple 
dry disc clutch is used with a three- 
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speed Brown-Lipe transmission and a 
234-in. tubular drive shaft through Blood 
Bros. universals. A hannum steering 
gear is used. The frame is pressed steel, 
6 in. deep, with a 3%4-in. flange, mounted 
on Tuthill Titanic springs and all-metal 
wheels carrying 32-6 in. pneumatic cords 
at the front and 34x7 in. pneumatic cords 
on the rear, Goodyear equipment being 
standard. The wheelbase is 141 in., tread 
57 in., road clearance 11 in., overall 
leneth 19 ft. 1 in., and the chassis weight 
is 4230 lb. The model “R” is priced at 
$1795, f.o.b. factory, and the cab is quoted 
as an extra at $100 and the body also 
extra at $100. Production of the Oshkosh 
Four Wheel Drive heavy duty truck is 
being continued on order. 





Lower Overland Prices 
TOLEDO, O., Sept. 13.—Price reductions 
ranging from $40 to $120 on the Whippet 
line and the Overland Six have been an- 
nounced by Willys-Overland, Inc. ‘The 
announcement effects all models of the 
two lines but the touring models. Old 
and new prices of the cars affected 
follow: 
Whippet (Series 96%) 





Old New 

Price Price 
a acti aa $735 $695 
ia acaaieetieadilsainee 735 685 

Overland Six (Series “93”) 

Standard Sedan .................... 935 835 
DeLuxe Sedan ........................ 1095 , 975 
BI ~. . .ocasnancieinpiinnanieiananind 895 825 


Nash Passes 1925 Sales 

KENOSHA, Wis., Sept. 13.—The month 
of August, according to E. H. McCarty, 
Nash general sales manager, swept total 
Nash sales and production for the first 
eight months of 1926 to a figure con- 
siderably in excess of the total sales and 
production achieved by the entire year 
of 1925, which was the banner Nash year. 

“All of the Nash plants,” states Mr. 
McCarty, “are in big production on the 
recently announced new models. Con- 
servative estimates indicate that Septem- 
ber Nash sales and production will break 
all past records for September business. 
In fact, September will be the twenty- 
fifth consecutive month, with three ex- 
ceptions, that Nash sales have surpassed 
the high mark set by the same month 
of the previous year. 

“At the time of our recent new model 
announcements stocks in our dealers’ 
hands were at an extremely low point 
and this in conjunction with the great 
reception accorded the new cars makes 
it certain that Nash will be hard-pressed 
to meet the rising demand even though 
production is being advanced as fast as 
possible.” 


Cadillac Makes Gift 
DETROIT, Sept. 13.—The Cadillac 
Motor Car Co. has presented a cut-away 
chassis model to the University of Michi- 
gan for use of students of mechanical 
and automotive engineering, in laboratory 
studies. 


Want Name for New Jewett 


DETROIT, Sept. 11.—The Paige-Detroii 
Motor Car Co. is running a nationa! 
advertising campaign inviting the public 
to submit a suitable name for the new 
Jewett 4-door sedan, recently introduce(d. 

To the person submitting the most 
meritorious name will go a cash prize 
of $10,000, and to the two next best 
suggestions the company will award to 
each, a Jewett 4-door sedan. The contest 
opens Oct. 1 and ends Oct. 31. 

H. M. Jewett, president the Paige- 
Detroit Motor Car Co., Charles W. 
Brooke, advertising expert, president of 
the Detroit Adcraft Club and Detroit 
Better Business Bureau, and Edgar A. 
Guest, famous poet and writer, will be 
the judges. 


ee 


To Sell Daimler in U. S. 


NEW YORK, Sept. 13.—Returning from 
Europe where he made an intensive 
study of trade conditions in England and 
on the Continent, John N. Willys, presi- 
dent of Willys-Overland Co., said trade 
relations between European countries 
and the United States is on a sound 
basis and there is every likelihood of 
their continuing so. 

While in Europe Mr. Willys arranged 
for the exclusive sale in the United 
States by the F. B. Stearns Motor Co., 
of a new Daimler Knight sleeve valve 
motor car of 180 h.p. The car is de- 
clared by Mr. Willys as the most power- 
ful stock car ever built. It will be 
shown for the first time at the Paris 
salon and later at the Olympia show in 
London. 

Describing the car further, Mr. Willys 
said it is fitted with the most powerful 
brakes and in addition has a new mech- 
anism that makes it possible to stop the 
car quickly at any speed by the pres- 
sure of one finger. It is the most lux- 
urious car ever built, Mr. Willys said, 
and will be popular with the few who 
are able and willing to spend $17,500 for 
a motor car. 


New Franklin Service Plan 


SYRACUSE, Sept. 13.—Franklin Motor 
Co. is now offering a yearly service con- 
tract in connection with all sales of 
Franklin cars. Under the contract the 
owner is relieved of all responsibility rel- 
ative to the care of the car during the 
year. Instead the dealer service station 
makes regular inspections and makes all 
necessary adjustments and replacements. 





Best Chandler August 

CLEVELAND, Sept. 13.—  Chandlier- 
Cleveland Motors reports an increase of 
60 per cent in sales during August over 
any previous August in the company’s 
history. The company has more unt- 
filled orders on its books than at any 
previous time, according to Sid Black, 
sales manager. Dealer appointments in- 
creased 63 per cent in August over 
August of last year. 
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ECHOES NATION’S PROSPERITY 





10 Bodies for New Stearns 
CLEVELAND, Sept. 13.—The new 
Stearns model with worm driven rear 
axle is made in 10 body styles at prices 














ranging from $3250 to $3750. Following 
are the body styles and prices: 

2 pass. rumble seat roadster................ $3250 
CC UD 8 RRR 3250 
i Ba itirhtinttnceittinisienininiinitiiichanienns 3350 
5 pass. standard sedan............. : 3350 
> pass. custom sedan.......................0..002.. 3350 
7 pass. sedan nsiidiasiantiietiaemaiinads 3550 
» pass. cabriolet roadster .... 3000 
5 pass. standard sedan limousine........ 3550 
5 pass. custom sedan limousine............ 3550 
7 pass. sedan limousine 3750 





The chassis is priced at $2850. The 
wheelbase is 137 inches. Regular equip- 
ment includes Bendix four-wheel brakes 
and the Myers magazine chassis oiler. 
The power plant is substantially the 
same as that used in the model 6-95 
which this new model, 6-85, supersedes. 

A detailed description of the new 
model will be published in next week’s 
issue of Motor AGE. 





906 Oaklands in Day 


PONTIAC, Sept. 13—The Oakland 
Motor Car Co. shattered all previous pro- 
duction records for a single day recently 
when 906 Oakland and Pontiac automo- 
biles were built. The former mark was 
843 cars in a day. 

When the Pontiac was introduced, last 
January, daily production was 60 units a 
day. On July 23 more than 39,000 Pon- 
tiacs had been manufactured. 





Flint Has House Organ 

NEW YORK, Sept. 13.—‘Flint Sales 
Flashes,” a new house organ, has just 
made its appearance with a foreword by 
Colin Campbell, vice-president of Durant 
Motors, Ine. The publication will appear 
twice a month. The company has in 
preparation two booklets, one covering 
Flint cars, for distribution to prospects, 
and the other for use of salesmen. 








“No New Model”—Edsel Ford 


DETROIT, Sept. 14.—The following is 
a copy of a message that has been sent 
to all managers of Ford Motor Co. 
branches by Edsel B. Ford, president: 

“The greatest resistance to the sale 
of Ford products at the present time is 
the mental attitude of the dealers. They 
have heard so much about new models 
that they no longer have the necessary 
interest in the Model T. There will be 
ho new model and your biggest job as 
manager is to work directly with the 
dealers to correct their feelings. Make 
them understand that to succeed they 
must at once clean up their minds, their 
Shops and their personnel, eliminating 
all waste, give the best service they 
can, and go to work selling the best 
Model T that we have ever produced.” 





Hupp Sales Set Record 


DETROIT, Sept. 11—The Hupp Motor 
Car Corporation broke all previous sales 
records for August, this year, according 
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to O. C. Hutchinson, general sales mana- 
ger. Sales for the month were 50 per 
cent greater than the best previous 
August. 

During the past 11 months, shipments 
gained 54 per cent and retail sales 57 
per cent over the corresponding period a 
year ago. Export shipments showed a 
gain of 68 per cent over the same period 
in 1925. 

On Sept. 1 the company had orders on 
hand for $1,000,000 worth of Hupmobile 


eights and $2,000,000 worth of Hupmobile 
Sixes. 


——— 


Ford Buys Heavier Strip 

YOUNGSTOWN, O., Sept. 13.—Under 
revised specifications the Ford Motor Co. 
is buying heavier hot-rolled strip steel 
fender and running board stock from the 
mills here. Ford is also buying exhaust 
pipes in large quantities from mills 
equipped for quantity production. 


Jordan Pays Dividend 
CLEVELAND, O., Sept. 13.—Jordan 
Motor Car Co. omitted the quarterly com- 
mon dividend of 75 cents a share, due 
at this time, but declared the regular 


quarterly dividend of 1% per cent on its 
preferred stock. 


Output Record Shattered 

PONTIAC, Sept. 9—During August 
the Oakland Motor Car Co. shattered all 
previous production records for a single 
month when 17,977 Oakland and Pon- 
tiac cars were built. Approximately the 
same number of cars will be built in 
September. 

During last month the 50,000th Pon- 
tiac was built since the first car was 
introduced in January. During the first 
week of September the year’s total pro- 
duction mark passed the 100,000 mark. 





Extra Reo Dividend 


DETROIT, Sept. 14—The Reo Motor 
Car Co. has declared an extra dividend 
of two per cent and the regular quar- 
terly dividend of two per cent, payable 
Oct. 1 to stock of record Sept. 15. In 


the two preceding quarters 1 per cent 
has been paid. 


—_ ———-— 


Laequer Colors for Fords 

DETROIT, Sept. 13.—Ford Motor Co. is 
now finishing all models in lacquer and 
using several color combinations. For 
the past several months the company has 
been building part of its production with 
the lacquer finish and it has now been 
made standard on all ears. 


Moon Adds a 6-60 Four-Door Sedan at $1195 
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Moon’s new four-door 6-60 sedan priced at $1195 


ST. LOUIS, Sept. 11—A_ four-door 
sedan priced at $1195 has been added 
to the Moon 6-60 line. With the addition 
of the new sedan the 6-60 line now com- 
prises the following models and prices: 
DeLuxe roadster, $1095; standard road- 
ster, $995; coach, $995; brougham, $1095; 
phaeton, $995; four door sedan, $1195. 

All prices are f.o.b. St. Louis. 

The lower body panels of the four 
door sedan are finished in Yucca gray 
lacquer with the super-structure in 
black while the belt is finished in Rus- 
Sian tan, the belt mouldings being striped 
with Nile green, making a pleasing color 
combination. Polished plate glass is 


used throughout. Window regulators 
are of the new Dura type. Front pillars 
are of the narrow, safety vision type 
with swinging windshield providing 
abundant ventilation. The sun visor is 
integral with roof. 

The upholstery is of Chase combina- 
tion mohair with flexible robe rail 
finished in same material. In this car 
the rear seat backs as well as the cush- 
ions are removable. This is a new fea- 
ture and permits the rear seat backs to 
be removed for cleaning. In case of 
repairs to the rear body panel the backs 
can be easily removed without damaging 
the upholstery in any way. 
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Guayule Shrub Seen as 
Hope in Rubber Puzzle 


Investigators Say Major Prob- 
lems of Plant’s Culmination 
Have Been Overcome 





PHILADELPHIA, Pa., Sept. 11.—Rub- 
ber from the guayule shrub offers the 
United States its most favorable means 
of meeting the world rubber demands, 
the American Chemical society was told. 

This shrub, found growing wild on the 
rocky hills of northern Mexico and south- 
ern Texas, now is under cultivation in 
California. 

“With the advent of means for the im- 
provement of the rubber in the guayule 
shrub, the development of an agricul- 
tural guayule industry in this country 
takes on a new impetus,’ Dr. David 
Spence, vice president of the continental 
Rubber company of New York, said. 

“The major obstacles in the way of a 
successful development have been over- 
come,” he said, “and we have every rea- 
son to believe the United States will find 
in the improved product from the cul- 
tivated guayule a material which will 
meet the major requirements of manufac- 
ture. 

J. H. Carnahan, president of the same 
company, said the production of one bil- 
lion pounds of rubber, America’s esti- 
mated annual consumption, entails the 
continuous employment of 600,000 plan- 
tation laborers. But with improved 
methods the same amount of guayale 
rubber probably could be produced in the 
United States by well paid farmers and 
mechanics with human effort equivalent 
to 40,000 men continuously employed, he 
asserted. 


-Smaller City Sellers Bat High 


CLEVELAND, Sept. 13.—Results of a 
three-months sales contest just com- 
pleted by Chandler-Cleveland Motors 
indicates that the best salesmen are in 
cities of less than 250,000 population. 
Sixty per cent of the prizes offered were 
won by salesmen in cities of this class. 
Of 71 prizes one-third was won by con- 
testants in cities under 30,000 popula- 
tion, another one-third from cities of less 
than 100,000 and the remainder was 
equally divided among contestants in 
cities of 200,000 or more population. 

Prize for the greatest individual sell- 
ing achievement went to E. C. Crane, 
salesman for John R. Swezey, Chandler 
dealer in Patchogue, N. Y. 


se 


72-Car Men Banqueted 

DETROIT, Sept. 14—A banquet in 
Hotel Statler, given by the Chevrolet 
Motor Co. for salesmen who had quali- 
fied for the 72-Car Club, from the states 
of Michigan, Indiana and Ohio, concluded 
an all-day convention which started in 
Flint. 

During the morning a business meeting 
was held in Flint. After luncheon and 
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United States Called a Billion Dollar Highway Nation 


WASHINGTON, Sept. 11.—Announcing 
the growth of the United States highway 
system to more than 500,000 miles of 
good roads, the Department of Commerce 
has issued a bulletin declaring that 
America is now a “billion-dollar highway 
nation.” With a Congressional appro- 
priation of $75,000,000 and state and 
local funds totaling $100,000,000 to be 
expended this year, the total investment 
in good roads will have reached $1,002,- 


000,000 the bulletin states. Of this 
amount, the Federal government ex- 
pended $371,701,000. 

The direct reflex of this huge invest- 
ment, the Department states, is found in 
the nearly 18,000,000 passenger automo- 
biles and 2,441,000 commercial motor 
vehicles now in service in the country. 
The return to the nation in taxes, 
through levies on motor vehicles alone, 
was $667,000,000 in 1925. 





a trip through the factory the guests 
were taken to the General Motors Prov- 
ing Grounds at Milford and then brought 
to Detroit for the banquet. 

In order to qualify for membership, 
Chevrolet salesmen had to sell at least 
72 Chevrolets during the year. H. 
Tyrell of Detroit led the field with 205, 
C. Shore of Flint, second, with 187, 
R. O. Shuffelbarger, Indianapolis, third, 
with 159 and M. Edwards, Flint, fourth, 
with 149. 





Three Merchandising Meetings 


CHICAGO, Sept. 13.—The merchandis- 
ing message of the Automotive Equip- 
ment Association applied to the automo- 
tive service shop was delivered to three 
group meetings of Studebaker dealers 
and service managers last week by 
Arthur R. Mogge, merchandising di- 
rector of the A. E. A. At all three meet- 
ings the moving picture, “Shop Profits,” 
was exhibited in connection with Mr. 
Mogge’s address. 

The first meeting was held Wednesday 
night at Peoria, Ill., for the dealers 
from Illinois, with an attendance of 54. 
On Thursday night 34 Iowa dealers and 
service managers attended a meeting at 
Cedar Rapids, Iowa. Friday night’s 
meeting for Wisconsin dealers held at 
Madison was attended by 56. These 
meetings were arranged by E. P. Van 
Duesen, district service manager of the 
Studebaker Corporation of America. 





New G. M. Subsidiary 


NEW YORK, Sept. 14—A new General 
Motors subsidiary, Frigidaire Corpora- 
tion, has been incorporated under the 
laws of Delaware, to take over dis- 
tribution and sale of electric refrig- 
erators manufactured by the Delco-Light 
Company. 


—-— 


Harter Hull Leaves Memphis 


MEMPHIS, Tenn., Sept. 13.—Harter B. 
Hull, who for sometime has operated the 
local dealership in Dodge Brothers auto- 
mobiles and Graham trucks, will go to 
Baltimore, Md., to take over a Dodge 
Brothers agency. He is succeeded in 
Memphis by Henry Kennedy, who for 
several years was district representative 
for Dodge Brothers, Inc., at Kansas City. 
The Memphis firm name will be the Ken- 
nedy-Hull Company. 

Mr. Hull has been president of the 
Memphis Automobile Dealers’ Associa- 
tion. E. C. Barwick, of the Price-Bar- 
wick Co., upon Mr. Hull’s resignation, 
was by unanimous vote elected president. 


Creditors Present Claims 


ST. LOUIS, Mo., Sept. 11.—Thirty 
lawyers from all sections of the country 
gathered at the Federal Building here 
this week to lay claim to local assets of 
the National Motors Corporation which 
went into receivership in January, 1924, 
with a loss of nearly $8,000,000 to thou- 
sands of investors. 

The Union Trust Co. of Chicago, 
trustee for holders of $6,000,000 in bonds 
issued by National Motors, has fore- 
closed on the corporation’s plants in 
Dayton, Indianapolis, Buffalo and Sagi- 
naw, Mich., and is preparing to foreclose 
on the plants in St. Louis, Louisville 
and Boston. Preliminary to the fore- 
closure here, creditors were given an 
opportunity to present preferred and 
general claims. Hearing will be _ re- 
sumed Oct. 13. 


Wins Selling Honors 


SAN ANTONIO, Tex., Sept. 13.—Charles 
Deason, salesman for the Crawford \Mo- 
tor Company, Ford dealers in San An- 
tonio, won the prize, a trip to the Ford 
branch at Houston with all expenses 
paid, as the leading Ford salesman for 
his firm during August. He delivered 
23 Ford units during the month. The 
Crawford dealership led all San Antonio 
Ford dealers in sales during August, 
making its best sales record for the past 
year. E. C. Brock, the new general man- 
ager of the Crawford Motor Company, 
is given a great deal of credit for this 
result. 


Cee 


Awarded Factory Trips 

MONTREAL, Can., Sept. 13.—R. Gen- 
ereux, managing director of the Gen- 
ereux Motor Co., Ltd., Ford dealers, re- 
cently awarded eight of his salesmen a 
free trip to the Ford factories at Ford 
City and Detroit for their efforts in put- 
ting over the sale of 188 Ford cars dur- 
ing the month of July. T. J. Sullivan, 
Salesmanager of this firm, reports that 
all sales records have been broken this 
year and orders are still coming in {ast. 
Many buyers who have deferred pur- 
chases are now placing orders in antici- 
pation of fine fall weather. 


OO 


Service Convention 
DETROIT, Sept. 13.—General Motors 
Corporation, Ltd., of Canada, will hold 
its annual parts and service convention 
at the factory in Oshawa, Ont., Sept. 13, 
14 and 15. 
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Space Distribution for 


N.S. P. A. Exhibit Oct. 1 


More Than 60 Per Cent of 
Members Have Applied 
_for Display Room 


DETROIT, Sept. 13.—The first allot- 
ment of show spaces for the annual exhi- 
bition by members of the National Stand- 
ard Parts Association will be made at 
10:30 A. M., Friday, Oct. 1, at the asso- 
ciation’s headquarters in Detroit, accord- 
ing to E. P. Chalfant, executive vice- 
president of the organization. Dates for 
the show, which runs concurrently with 
the annual convention, are Nov. 15-19, 
inclusive. It will be held at the Sher- 
man hotel. 

“The Sherman is credited with having 
the largest and best appointed exhibition 
hall of any American hotel,” said Mr. 
Chalfant, “but in order to provide for the 
requirements of the association, whose 
membership has increased 50 per cent 
since its last annual show, the Grand 
Ball Room of the Sherman will be thrown 
into one large auditorium with the Ex- 
hibition Hall, more than doubling the 
floor space of the 1925 show. 

“Even at this date more than 60 per 
cent of our members have filed applica- 
tions for show space, many for two or 
more spaces, and already the problem 
confronts us to provide space for the 
group of new members who invariably 
apply for membership at the eleventh 
hour. 

“Drawing will be by name irrespective 
of priority. Many members have signi- 
fied their intention to be present at the 
drawing to make their space selections.” 





‘quipment Firms Merge 

JACKSON, Mich., Sept. 11.—Merger 
of the National Machine & Tool Co., of 
Jackson, and the J. H. Whetstone Co., of 
Lapeer, Mich., both manufacturers of 
garage equipment, has been announced 
by J. E. Dowley, general manager of the 
former organization. A larger sales 
force will be required, it is said while 
the main office and factory will be lo- 
cated in Jackson with an export office in 
New York. 





—______—_ 


Enter Automotive Field 

NEW YORK, Sept. 13.—The American 
Brake Shoe & Foundry Co., for years a 
manufacturer of steam and electric rail- 
way equipment, has entered the automo- 
tive industry with the formation of a 
subsidiary, the American Brake Ma- 
terials Corp., for the manufacture and 
Sale of a new design of brake shoe and 
braking material for motor vehicles. 

Joseph B. Terbell is chairman of the 
board of the American Brake Materials 
Corp., Arthur Aigeltinger is president 
and J. S. Thompson is vice-president. All 
three occupy similar positions with the 
American Brake Shoe & Foundry Co. 

General offices will be at 30 Church 
Street, New York, and manufacturing 
Will be centralized at the plant at Lan- 
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caster, N. Y., of the American Malleables 
Co., another subsidiary of the brake shoe 
company. 

The new material is a hard pressed 
composition. With its use in connection 
with a special shoe it has been possible 
to cut down the braking surface for 2/3 
to 4/5 as against the current types of 
brake lining, and with equal or better 
effectiveness and no appreciable deteri- 
oration under hard service, according to 
officials of the company. 


SEE 


Increasing Production 

JANESVILLE, Wis., Sept. 11—The 
Janesville (Wis.) Chevrolet plant has 
been placed on a production schedule of 
466 cars daily for September, with pros- 
pects for a 500-car daily output after 
Oct. 1. Construction work on additions 
costing $250,000 or more to the Chevro- 
let and Fisher body plants at Janesville 
is well under way and the new facilities 
are expected to be ready by Nov. 1 or 
15. The August schedule was 425, so 
that September output is an increase of 
40 cars a day. 





Joins Chicago Branch 


CHICAGO, Sept. 13.—Announcement is 
made by Floyd D. Cerf, president of the 
Stutz Chicago Factory Branch, Inc., of 
the appointment of I. N. Hatch as serv- 
ice manager. For a number of years 
Mr. Hatch was service manager for the 
Marmon Company at Boston, under Col. 
E. S. Gorrell, who is now vice president 
of the Stutz factory at Indianapolis. 
Prior to his coming to Chicago, Mr. 
Hatch was connected with the Stutz fac- 
tory. 


-_——_-_——_- — 


More Marmon Sales Districts 


INDIANAPOLIS, Sept. 13.—S. A. Zwei- 
bel and H. W. D. Brown have been ap- 
pointed district sales managers for Mar- 
mon Motor Car Co., the former taking 
charge of sales in the midwest zone and 
the latter in the central-southern district. 
Expansion of Marmon business during 
the past two years has made the creation 
of the new sales district advisable, said 
H. H. Brooks, general sales director. 





Directs W. U. B. C. Sales 


SWISSVALE, Pa., Sept. 13.—J. Ross 
Duggan, manager of export of the West- 
inghouse Union Battery Company, has 
been appointed vice-president in charge 
of sales and has taken up his duties at 
Swissvale. During the time Mr. Duggan 
has been at the head of the export de- 
partment he has been prominently iden- 
tified with the automotive industry, both 
domestic and export, in that city. When 
an expanded sales program was decided 
upon by the Westinghouse Mr. Duggan 
was chosen to head up the sales depart- 
ment. 


Nash Back in Good Health 


KENOSHA, Wis., Sept. 13.—Charles W. 
Nash, president of the Nash Motors 
Company, who underwent an operation 
for appendicitis early in June, returned 
recently from a lengthy recreational stay 
at his camp in Northern Wisconsin, com- 
pletely recovered. 


Bright Paints Used in 
Detroit to Move Fords 


Summer Months Have Found 
a Good Demand for 
“Dressed Up” Jobs 


DETROIT, Sept. 13.—Use of bright 
paint and accessories has been resorted 
to by Ford dealers in the Detroit area, 
as a means of stimulating the sale of 
Ford cars, during summer months. 


The ordinary Ford roadster in its con- 
ventional color of black seems to hold 
little appeal for the eye of a certain 
type of prospect. That same car, re- 
finished in yellow, blue, red or green, 
with a catchy striping and a generous 
application of accessories, such as spe- 
cial seat to fit into the luggage com- 
partment in the rear, windshield wings, 
wire wheels, etc., makes an entirely dif- 
ferent impression—at least the large 
number of cars running around Detroit 
would so indicate. 


The demand for these “dressed up” 
Fords has become so great that it is now 
no uncommon sight to see several models 
with all the trimmings displayed on the 
sales floor along with the regular Ford 
line. 


Another feature which is creating some 
demand for Ford coupes is to run a 
bright stripe around the body belt, with 
perhaps the application of some acces- 
sories. 


Truck Regulation a Puzzle 


NEW YORK, Sept. 9.—A. J. Brosseau, 
chairman of the special committee of the 
National Automobile Chamber of Com- 
merce for participation in the Interstate 
Commerce Commission hearings, re- 
ported at the board of directors’ meeting 
today that the consensus of testimony 
given at the hearings in various parts 
of the country favor some form of regu- 
latory legislation for buses but that 
opinion is divided as to regulation of 
trucks because of the practical difficul- 
ties involved. 

N. A. C. C. committees, he said, have 
been represented at all of the hearings. 


Reeves to Tour Canada 


NEW YORK, Sept. 11.—Alfred Reeves, 
general manager of the National Auto- 
mobile Chamber of Commerce, will make 
a tour of Canada beginning Monday, 
Sept. 20. Taking as his topic “The Auto- 
motive Outlook,” he will address meet- 
ings in Windsor, Hamilton, Toronto, 
Ottawa, Montreal, Quebec and Oshawa. 
He will also make a survey of Canadian 
motor problems. 


Hupp Capital Increased 


DETROIT, Sept. 14.—Stockholders of 
the Hupp Motor Car Corporation at 
Richmond, Va., voted to increase the 
capital stock from 1,000,000 shares to 
2,000,000 shares, $10 par. All the di- 
rectors of the corporation were re- 
elected. 
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Boillot Cup Race Time 
Handicap Plan Goes Awry 


Allowances Made for Differ- 
ent Piston Displacements 
Not Satisfactory 


PARIS, Aug. 30.—(By Mail)—That a 
time handicap in direct ratio to piston 
displacement is quite insufficient to 
equalize the chances of cars of different 
size, running in a long distance road 
race, was clearly proved in the Georges 
Boillot cup race at Boulogne. AS a con- 
sequence, the rules of this race will be 
entirely changed next year. 

The 183 inch cars had to allow 18 
minutes to the 91% inch models, 30 
minutes to the 67 inch machines and 45 
minutes to the cars of 45 cubic inch 
piston displacement. The race was won 
by Andre Lagache, driving a 67 inch four 
cylinder Chenard Walcker, who averaged 
65.4 miles an hour for 371% miles over a 
difficult road circuit, and was never seri- 
ously threatened by any of the bigger 
machines. Leonard, on a similar car 
came in second, after having been 
stopped to change a magneto, and De 
Zuniga, also on a Chenard Walcker, fin- 
ished third. The bigger cars, which in- 
cluded 183 inch Aries and Bentleys and 
a 91% inch Alvis, failed to go the dis- 
tance, but never at any time during the 
race were they able to close up on the 
Chenard Walckers. 

These cars, which have an unbeaten 
record, are distinctive by reason of their 
flatiron type of body and the special 
means of discharging the exhaust gases. 
There is a vertical intake and exhaust 
valve in the head of each cylinder, with a 
supplementary rotary exhaust valve near 
the bottom of the piston stroke. All 
other parts of the engine follow standard 
practice, the crankshaft being a two- 
bearing, type, with plain bearings both 
for it and the connecting rods. Special 
drop frames are used, giving a very low 
center of gravity, and the bodies are the 
full width of the car, with both driving 
and steering wheels recessed. In touring 
car races such as the Georges Boillot 
cup, full equipment is carried and the cars 
run without a supercharger, while for 
open racing events a supercharger is 
added and some of the equipment is re- 
moved. The cars are believed to have 
a maximum speed of 110 miles an hour. 





Plan Congestion Relief 

CHICAGO, Sept. 10.—A highway im- 
provement program of vast importance 
to the automobile trade in one of Amer- 
ica’s largest markets has been agreed 
upon by Illinois and Cook County high- 
way Officials. As a result of this agree- 
ment the state will spend $3,760,000 in 
providing about 25 miles of 40-foot pave- 
ments leading out of important Chicago 
gateways, and will finance extensions 
and improvements on about 50 miles 
more of roads to relieve congestion. 

For the most part the paved roads 
leading in and out of Chicago are only 
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When Chevrolet Field Forces Gathered to Hear 
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Merchandising Messages 


A glimpse of the opening session of the Chevrolet Motor Company’s recent national 
convention in Detroit. R. H. Grant, general sales manager, is seen making the 
opening address 


18 feet wide and for a long time they 
have been the scene of intolerable con- 
gestion on Sundays and holidays, causing 
accidents and seriously restricting the 
use of motor vehicles. 

Under the present plan Cook County 
proposes to vote upon a $15,000,000 bond 
issue which will be used in addition to 
the state funds for the construction of 
new wide roads and the improvement 
and widening of other highways than 
those to be financed by the state. Con- 
tracts under the state program are to 
be let immediately and the widened pave- 
ments are to be ready for traffic before 
the winter of 1927. 





New Chrysler Firm 

JACKSONVILLE, Fla., Sept. 11.—Royal 
Motors, Inc., is a new dealer firm re- 
cently formed here, having a franchise 
for handling Chrysler in the Jackson- 
ville district, it is announced by the 
southern branch of the Chrysler Motor 
Co., Atlanta. A. G. Hoskins heads the 
company. 

Named Bay Supervisor 

SAN FRANCISCO, Cal., Sept. 11.— 
Charles N. Smith, assistant general man- 
ager of the Overland Knight Sales Com- 
pany of San Francisco, has been ap- 
pointed supervisor of the San Francisco 
Bay district. This district distributes 
the bulk of the Willys-Knight and Over- 
land products in northern California. 
Smith has been East with the Willys- 
Overland factory for the past 12 years, 
and returned to his native state January 
1, 1926. He will maintain headquarters 
and warehouses in San Francisco. 





Joins Lindou-Bureh 
MINNEAPOLIS, Sept. 11.—E. Clarke 
Hopkins, formerly of the Chicago branch 
of the Wills-St. Claire Co., has charge 
of the sales of the same line in St. Paul, 


Minn., for the Lindou-Burch Motors Co. 


New Agency Builds 


NEW LEXINGTON, O., Sept. 13.— 
Plans are under way for the erection of 
a $25,000 garage and sales room by the 
New Lexington Motor Sales Co., to house 
the Studebaker agency. E. L. Stephens, 
of Marietta, who has taken over the 
company, announced that the new struc- 
ture will be about 100 by 128 feet and 
modern in every way. The company also 
distributes the International truck. 





Get Washington Territory 
SEATTLE, Wash., Sept. 13.—The Per- 
fection Heater and Manufacturing Com- 
pany of Cleveland has appointed the 
Automotive Service Company of Seattle, 
state distributor of its new line of Per- 
fection Motor Car Heaters. 





To Distribute Kissel 

SEATTLE, Wash., Sept. 13.—Announce- 
ment was made this week of the 
organization of the Northwest Kissel 
Automobile Distributors, Inc., as factory 
distributors of the Kissel Motor Car Com- 
pany of Hartford, Wis., manufacturers 
of Kissel custom-built sixes and straight 
eights. The new company is located at 
2301 Third Avenue in Seattle and will 
cover Western Washington in its dis- 
tribution. John A. Gauthier is presiden'! 
and manager. 


Larger Federal Shipments 


DETROIT, Sept. 13.—Federal Motor 
Truck Co. shipped 5321 trucks in the 
first seven months of the year as agains! 
3978 during the first seven months 0! 
1925. July shipments were 680 agains! 
507 in July last year. The company }* 
now building all its own truck cabs and 
a large part of its bodies. The company 
is also changing its manufacturing sys 
tem over to progressive line assemb!: 
which will make possible a 50 per cen: 
production increase. 


Motor Ag: 




















Road Builders’ Association. 


the figure would amount to $50,000,000. 








Monthly Farm Gate Sales to the Passing U. S. 
Motorists Put at $2,116,000 


WASHINGTON, Sept. 13.—The American Motorist is purchasing $2,116,000 
worth of farm produce each month from roadside markets in rural districts 
of the United States according to a survey published here by the American 


Because of good roads, and automobiles, the association declares, the new 
market for fresh produce has grown to a $25,000,000 annual business for the 
farmer. If the sale of fresh eggs, milk and butter to the urban resident who 
drives direct to the farm for them were included, the association estimated, 
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Automotive Literature 


TROUBLE SHOOTING SECTION IN 
SERVICE MANUAL. A new feature has 
been added to the Reed Service Manual, 
this being a trouble shooting section to 
assist shop electricians in locating vari- 
ous troubles in a systematic manner. 
The section also includes five charts 
covering the location of trouble in the 
battery, lighting, ignition, generator and 
starter. The Reed Manual is published 
by the Service Engineering Co., 733 
Market St., San Francisco, Cal. 





MOLYBDENUM MEANS MORE- 
LIF E-IN-’EM—WHY? is the title of a 
booklet just issued by the Standard Steel 
and Bearings, Inc., Plainville, Conn., tell- 
ing the story of the development and use 
of Molybdenum Steel for bearing pur- 
poses. As pioneer of this application of 
Molybdenum Steel they are able to speak 
authoritatively on a subject which is of 
such great importance to all bearing 
users at this time. 





THE SPINDLE BOOK. This booklet 
contains a list of complete as it was pos- 
sible to make it of all manufacturers of 
metal working machines in connection 
with which drill chucks are used, to- 
gether with model numbers and capaci- 
ties of the machines, and methods of 
fitting chucks to the spindles. This in- 
formation is of particular interest to 
automotive production engineers, al- 
though some of it is also of value to 
service shops. Published by the Jacobs 
Manufacturing Co., Hartford, Conn. 





TRUCK NEWS is a new house organ 
issued monthly by Graham Brothers, a 
division of Dodge Brothers, Inc. The 
publication is done entirely in _ roto- 
gravure printing and is well illustrated. 
It contains many selling ideas and tells 
in detail what is being done to improve 
the Graham Brother product. 





Tarola Makes Appointments 


PORTLAND, Ore., Sept. 11.—J. P. 
Tarola, president of the Tarola Motor 
Car Company, recently appointed Hup- 
mobile distributor for the state of Oregon, 
has announced the following appoint- 
ments: 

Timothy Wood, will be in charge of 
retail sales at the west side store; E. J. 
Stevens, is now in charge of service; 
i. W. Morgan is in charge of wholesale 
eperations. J. W. “Jerrie’” Thompson 
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has been promoted to branch manager of 
the East side store. 

On Aug. 1 the Kirkwood Auto Com- 
pany, Salem, Ore., became Hupmobile 
dealers for Marion and Polk counties. 


Dean to Direct Sales 


LOUISVILLE, Ky., Sept. 13.—F. A. 
Dean, for several years connected with 
the Louisville branch of the Ford Motor 
Company, has been appointed sales man- 
ager of the George Cole Motor Co., 
Ford and Lincoln dealer. This company 
maintains three locations in Louisville 
and one in Nashville, Tenn. 


Chrysler Dealers from 
5 States Hold Meeting 


Plans to Speed Up Sales Are 
Discussed at Big Kansas 
City Gathering 


KANSAS CITY, Mo., Sept. 13.—More 
than 100 Chrysler dealers and distribu- 
tors in five states, comprising the Kansas 
City district of the Chrysler Motor Com- 
pany, held a two-day session in Kansas 
City, Mo., preparatory to the opening of 
an intensive sales campaign. 

S. W. Monroe, assistant director of 
sales of the Chrysler Motor Company, 
who is making a tour of the west, was 
here for the meeting. He delivered a 
sales address before the dealers. Tro- 
phies will be awarded those dealers who 
show the largest increases in sales dur- 
ing the campaign period. 

The remainder of the meeting was 
filled with interesting sales discussions 
and in solving individual dealer prob- 
lems. The dealers attending the meet- 
ing came here from Oklahoma, Missouri, 
Kansas, Texas and New Mexico. 


Midwest’s First Show of Season Presents Fine 


Display of New Models 


Scene at automobile show held in Aurora, Ill., Aug. 27-Sept. 4 


AURORA, IIl., Sept. 10.—One of the most successful automobile shows of the 
fair circuit was that held in connection with the Central States Exposition at 


Aurora from Aug. 27 to Sept. 4. 


It was the first show of the season in this section 


of the country and hence the first pretentious assembly of the new 1927 models. 
Twenty-four spaces available for the exhibition of cars were occupied by more 


than 100 cars. 
which lists at $16,500. 


The most expensive car on display was an Isotta Fraschini sedan, 


The show was staged by D. E. Northam and Walter A. Bermingham, who took 
up the work formerly assigned to the late L. L. Fest, for many years identified 
with the national show at the Coliseum in Chicago. 

In addition to the Isotta Fraschini cars on exhibition were the Cadillac, Pierce- 
Arrow, Stutz, Packard, Velie, Overland, Willys-Knight, Oakland, Pontiac, Hudson, 
Essex, Buick, Star, Studebaker, Chevrolet, Nash, Franklin, Dodge Brothers, Flint, 
Chrysler, Chandler, Reo, Elcar, Moon and Diana. 
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Exports Score a Gain 
Of 9 Per Cent in July 


Foreign Shipments Show In- 
crease During Lull in 
American Production 


WASHINGTON, Sept. 13.—Automobile 
exports during July, 1926, showed a gain 
of 9 per cent over the preceding month, 
revised figures issued by the Automotive 
Division, Department of Commerce show. 

During July, 1926, there were 17,077 
passenger cars exported, as against 15,- 
354 in June; and 5,409 trucks, against 
4,580 in the preceding month. Canadian 
shipments, however, decreased in July as 
compared with June, the figures being 
4,158 against 4,531. Considering United 
States and Canadian shipments in the 
aggregate, the increase of 9 per cent 
leads the Automotive Division to make 
the prediction that “automotive ship- 
ments for the whole of 1926 will surpass 
even those of the record year which pre- 
ceded it.” 

The healthiness of the export market 
is indicated by the fact that, despite the 
increase in shipments abroad from the 
United States, production here declined 
in July as against June, there being 27,- 
198 fewer automobiles produced than 
during June, and 33,555 less than during 
July, 1925. Production decline is said 
to be due to some extent to model 
changes now being made. 


ee 


Fisher Awards Building Job 


MILWAUKEE, Sept. 13.—Walter W. 
Oefiein of Milwaukee has been awarded 
the general contract for the construction 
of a $250,000 addition to the Janesville 
(Wis.) factory of the Fisher Body Corp., 
whereby the Janesville plant of Chevrolet 


gains a material increase in capacity. 


Mr. Oefiein has erected some of the lare- 
est industrial plants in the United States. 
The new Janesville building will be 
150-602 ft., fireproof, with a loading dock 
the full length, served by a siding ex- 
tension of 600 ft. General offices are pro- 
vided for in the new building and will 
be 150x26 ft. The present Duco room 
will be devoted to manufacturing, and a 
new Duco department five times as large 
installed in the new building. Ellery L. 
Wright is branch manager at Janesville. 


oo 


Stutz Sponsors Safety Week 

INDIANAPOLIS, Sept. 10. — Traffic 
safety will be the keynote of a national 
“safety week” beginning Sunday Sept. 12 
which is sponsored by the Stutz Motor 
Car Company of America, Inc. The pro- 
gram for the week calls for safety mes- 
sages from pulpits, in luncheon clubs 
and other gathering places of persons 
whose attention and co-operation is 
sought. The campaign was designed to 
begin on Sunday because that day leads 
the week in motor vehicle accidents. 

As a part of the week’s program it 
is announced that the “Safety Stutz” 
forces on Tuesday, Sept. 14, will enter- 
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tain police and safety bureau Officials 
throughout the country while traffic of- 
ficers, patrolmen and police surgeons 
will be invited to visit local show rooms 
to inspect the safety features that the 
Indianapolis manufacturers have built 
into the Stutz products. 

On Wednesday, Sept. 15, private and 
public chauffeurs will be invited to at- 
tend demonstrations and lectures on the 
subject of safety. Various other features 
will be given a place in the week’s ac- 
tivities. 


Build Service Home 
CINCINNATI, Sept. 13.—Ground has 
just been broken for the large new Nash 
Cincinnati Service Building. Located di- 


rectly behind the present building of the | 


company which is at Reading Road and 
Morgan Street, the new structure will 
extend to the corner of Morgan and Iowa 
Streets, so that on its completion the 
housing for this Nash distributing organ- 
ization will cover the length of a block. 
Three stories high it will house the parts 
department and the service organization, 
since the entire building occupied at 
present is needed for offices and new car 
sales rooms. 


—_—- 


Franchised by Packard 


PORTLAND, Ore., Sept. 13.—A. E. Pol- 
lom, formerly of Chehalis, Wash., has 
accepted the distributing agency for the 
Packard line in Spokane, Wash., and in 
various points throughout the Inland 
Empire. 





San Antonio Firms Win 


Window Display Contest 








Wroten-Hundley window, San _ An- 
tonio, whoch took first place 


CHICAGO, Sept. 10.—First prize of 
$150 was awarded to Wroten-Hundley 
Motor Co., of San Antonio, Tex., in the 
window display contest conducted by the 
Kingsley-Miller Co., of Chicago. Prizes 
were awarded for the best windows in 
which products of the Kingsley-Miller 
Co., were featured. 

Other prize winners were: F. D. Wiley 
Motor Stores Co., Long Beach, Cal., $100; 
Wilcox & Chesley, Mankato, Minn., $75; 
Sorge & Sabeck, Berlin, Germany, $50; 
Tobener Bros., Kansas City, Mo., $25; 
Bowersock Motor Co., Clinton, Okla., $10. 


Buffalo Sales Decline 


But Future Is Promising 


Ford Branch Reports Best 
August Business in His- 
tory of Local Office 


BUFFALO, N. Y., Sept. 10.—There was 
a slight slump in ths districts passenger 
car sales during August outside of the 
low price field. However, it is likely 
the sales for August this year will show 
a decided increase over those of August, 
1925, when the final figures are in. 

Except in isolated cases passenger car 
sales were not as great asin July. The 
Buffalo office of the Ford Motor Com- 
pany showed a slight increase over July, 
however, and the best August in the ex- 
perience of this office. 

The used car situation is no worse than 
a year ago, although perhaps no better. 
The best that can be reported is that it 
is keeping pace with the sale of new 
cars. 

Prospects for fall business are excel- 
lent. New passenger car models have 
helped stimulate summer sales. General 
business conditions here are good and 
the automobile trade is looking to the 
future with keen optimism. 





Changes in Boston 

BOSTON, Sept. 11.—R. O. Nenke, who 
has been appointed New England dis- 
trict manager for the Gardner Motor Car 
Company, has opened his headquarters 
at the salesrooms of the Frank P. An- 
thony Company, Boston distributors. 

George H. Day, who was vice-president 
of the Central Star Automobile Com- 
pany, Boston distributors for the Star 
line, has sold his interest in the com- 
pany to his partner, Alfred H. Sowers, 
and is now directing sales branches for 
Durant Motors, Inc., at New York. He 
has been sent to Boston to work at the 
Flint branch temporarily. 

The Pierce Arrow Motor Car Company 
has signed a contract for construction 
of a large building on Commonwealth 
Avenue to house:its branch for motor 
cars, trucks and buses. The present 
lease on the building where Pierce 
Arrow now is located runs out in a few 
months and it is to be taken over by the 
Chandler-Cleveland Company of New 
England. 

The Boston branch of the Prest-O-Lite 
Company now located on Commonwealth 
Avenue moved on Sept. 1 to 140 Brook- 
line Avenue where it will be in the 
rapidly growing accessory section of 
Boston. 


Ineorporate Dealership 

EAU CLAIRE, Wis., Sept 13.—The 
Eau Claire Overland-Knight Motor (°. 
has been incorporated at Eau Claire, 
Wis., with $25,000 capital stock to take 
over the local retail sale and territoria! 
distribution of the Overland and Willys- 
Knight. Principals in the concern aie 
H. M. Hanneman, L. M. Davidson and 
M. T. Brunner. 
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Motor Transport May Be 
Major Issue in Congress 





Center of Stage at Capital 
Promised Regulation of 
Buses and Trucks 


WASHINGTON, Sept. 11.—The regula- 
tion of motor bus and truck interstate 
traffic will be one of the major issues in 
the next congress it is predicted here as 
a result of the investigation now being 
made by the Interstate Commerce Com- 
mission of motor transportation’s rela- 
tion to railroad transportation. 

Several members of the commission 
are conducting hearings at various 
places, these hearings to conclude here 
Sept. 29. The commission’s report will 
then be formulated and be presented to 
congress. The effort to regulate, by fed- 
eral statute, highway transportation, was 
begun in the last session of congress but 
dropped after more or less half-hearted 
attempts made in the face of opposition 
from many sources including the auto- 
motive industry and the American Auto- 
mobile Association. 

The opposition developed primarily be- 
cause Of the drastic provisions of the 
proposed law. One provision in particu- 
lar caused widespread dissatisfaction, 
providing that bus or truck companies 
setting up an interstate service must se- 
cure from the commission or from the 
State commission a certificate of public 
necessity showing that the community or 
the territory traversed was not at the 
time adequately served by existing facil- 
ities, either rail, water or highway. 

When congress failed to take action 
the Interstate Commerce Commission, on 
its own motion, initiated the investiga- 
tion of the whole bus question in its 
relation to the railroads and the com- 
mission’s report, it is freely predicted 
here, will result in a spirited issue dur- 
ing the next session. 


U. S. Casing Exports 

WASHINGTON, Sept. 11—Out of 6,- 
777,000 automobile casings exported dur- 
ing 1925 by eight principal manufactur- 
ing countries, the United States exported 
1,770,000, it is announced by the Automo- 
tive Division of the Department of Com- 
merce. The United States ranked second 
to France which exported 1,872,000. 
During 1924 these same countries ex- 
ported 5,151,000 casings of which the 
United States accounted for 1,589,000 and 
France 1,677,000. 


Pick-up in 1-Ton Trucks 

DETROIT, Sept. 11—The increasing 
demand for one-ton trucks is respected 
in the retail delivery figures released by 
Graham Brothers, the truck division of 
Dodge Brothers, Inc. 

During the twelve weeks from May 1 
to July 24 this year 4416 Graham Broth- 
ers 1-ton trucks were delivered in the 
United States and Canada against 4282 
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R. A. Rawson Joins Elcar as 
Manager of Sales 





R. A. Rawson 


F. B. Sears, president of Elcar 
Motor Co., Elkhart, Ind., announces 
appointment of R. A. Rawson as 
sales manager, effective Sept. 1. 
Mr. Rawson has been vice-presi- 
dent and manager of the Stutz In- 
dianapolis Company sales agency, 
at Indianapolis. Previously he was 
in charge of sales development 
work in the Stutz factory organ- 
ization. He has been connected 
with a number of leading automo- 
bile sales organizations in an ex- 
ecutive capacity and is recognized 
as an authority on sales promotion 
work. 











144-ton trucks and motor coaches. For 
the corresponding weeks last year the 
ratio instead of being approximately 
50-50 was 30-70. 


Deliveries of 4416 trucks of 1-ton 
capacity during the period mentioned 
compared with 1262 of the same capacity 
during the corresponding weeks of 1925. 


~—— —__— 


Parts Coneern Builds 


CLEVELAND, O., Sept. 11.—The White- 
way Stamping Company, manufacturers 
of automobile parts, will occupy the new 
Champ-Realty Company’s structure at 
1201 West Fifty-Fifth Street after Octo- 
ber 1, it has just been announced. Con- 
tracts for erection of the building which 
the parts company has leased have been 
awarded. 


—_———- — 


Ingram Sells Studebaker 


PEORIA, Ill., Sept. 11—The Ingram 
Motor Company, of which W. W. Ingram 
is president, has been appointed central 
Illinois distributor for the Studebaker 
car. The offices and show room will be 
at 613-615 Main street. 


Shop Equipment Makers 
Take Interest in Shows 


Early Reservations Reflect 
Appeal of Provision for 
Service Tool Displays 


NEW YORK, Sept. 11.—Service equip- 
ment manufacturers are showing an 
earlier interest this year than heretofore 
in the National automobile shows in New 
York and Chicago, according to Neal G. 
Adair of the Motor and Accessory Manu- 
facturers Association. This is, presum- 
ably, due to changes that have been made 
in the provision for exhibition of service 
equipment. Mr. Adair said that several 
of the larger manufacturers already have 
reserved space and a number of in- 
quiries have been received. 

The New York show this year will 
have considerable space on the fourth 
floor available for service equipment and 
arrangements have been made to have 
this section open to the trade only dur- 
ing the early hours of the day, so that it 
will serve all of the purpose of an ex- 
clusive trade exhibition. Similar ar- 
rangements have been made for the ex- 
clusion of the general public at certain 
hours of the day in the North Hall gal- 
lery service equipment exhibit at the 
Chicago show, and all indications point 
to the extensive promotion of service 
equipment at both shows this year. 

Show literature, blanks, etc., will be 
available early in September. 
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Fiat Head Sails 


DETROIT, Sept. 11.—Count Eugenie 
Rebaundengo, director of the Fiat Auto- 
mobile Co., of Turin, Italy, who has been 
in the United States studying American 
industrial methods, has sailed for home. 
Modern production methods of American 
factories greatly impressed him and he 
expressed the belief that the world would 
profit industrially if various countries 
copied American organization and stand- 
ardization in industry. 


Awarded Star Contract 


PEORIA, Ill., Sept. 11.—The Illinois 
Valley Motor Company has been appoint- 
ed distributor of the Star car in the 
Peoria territory and has opened a new 
sales and service station at 521 Fulton 
street. P. K. Norman is general man- 
ager. 


ee 


Sells Sixes and Eights 


ROCHESTER, N. Y., Sept. 11—The 
Addison-Rickenbacker Company, Ricken- 
backer distributor, has taken on the 
Jewett agency so that it now has com- 
plete representation in the six and eight 
cylinder fields. 

Change in Chrysler Agency 

EL DORADO, Ark., Sept. 11.—The El 
Dorado Motors, Inc., are successors to 
the Sample Motor Co. in handling Chrys- 
ler. The Sample Motor Co. will operate 
a used car business for the present. 
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TRADE ASSOCIATION ACTIVITIES 


OHIO PROGRAM COMPLETED 





Four Distinctive Parts to Bill Prepared 
for State Council 

COLUMBUS, Ohio, Sept. 13.—The pro- 
gram for the second annual meeting of 
the Ohio Council of the National Auto- 
mobile Dealers’ Association, which will 
be held in Columbus Sept. 23 and 24, has 
been completed by the board of directors 
and Secretary-Manager A. C. Faeh. There 
are four distinctive parts to the program 
which is expected to attract 500 dealers. 
The business session will be held Sept. 
23 between 10 and 2 o’clock and will be 
followed by a banquet in the evening. 
The second day will be devoted to the 
golf tournament and clam bake, both of 
which will be held at the Elks’ Country 
Club. 


Speakers on the program will be H. M. 
Fancher, secretary of the Tom Botterill 
Co., Inc., of Denver on “How Must I 
Figure Profits?” Edward Payton, mar- 
ket analyst of the N. A. D. A., will talk 
on “Where Are My Prospects?” Charles 
B. Warren of the Warren-Nash Co., New 
York, will talk on the distributor’s rela- 
tion to the dealer. C. A. Vane, general 
manager of the N. A. D. A., will give a 
review of conditions in the industry. At 
the banquet the speakers will be Chief 
Justice Marshall of the Ohio Supreme 
Court and Capt. Ian O’Hay, a well known 
entertainer. G. G. G. Peckham of Cleve- 
land, chairman of the board of directors 
of the Ohio Countil, will have charge of 
the program. 

In connection with the meeting there 
will be a session of the board of direc- 
tors of the eastern portion of the United 
States, covering the territory to the Mis- 
sissippi River. Important matters will 
be taken up at this meeting. 


Large Crowds See Display 


COLUMBUS, O., Sept. 13.—The annual 
fall automobile show, given under the 
auspices of the Columbus Automobile 
Dealers Company was held at the annual 
Ohio State Fair, Aug. 30 to Sept. 4. The 
show was housed in the large machinery 
hall and practically all dealers and dis- 
tributors of Columbus and central Ohio 
had exhibits of passenger cars, trucks 
and accessories. 


Large crowds attended and many sales 
were made, according to those in charge 
of the displays. In all, 176 cars repre- 
senting 37 different makes, were shown. 
A. B. Coates, of the A. B. Coates Co., was 
manager of the show. 


——— 


Chaney Heads Texas Jobbers 

SAN ANTONIO, Texas, Sept. 13.—At 
the recent quarterly meeting of the Texas 
Automotive Jobbers’ Association here 
Ellis Chaney of the Southern Equipment 
Company, one of the leading automotive 
jobbers of San Antonio and the South- 
west, was elected president of the organ- 
ization. 

The next meeting of the association 
will be held in Dallas during the annual 
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fall automobile show of the Dallas Au- 
tomotive Trades Association. The dates 
for the show are Oct. 9-25. It is ex- 
pected the meeting of the jobbers will 
be held about Oct. 20. The jobbers’ as- 
sociation always meets in Dallas during 
the big automobile show. At that time 
the Boosters Club of the Southwest holds 
its annual convention and states its an- 
nual entertainment for the automotive 
jobbers. and factory agents for Texas, 
Oklahoma, Arkansas and Louisiana, and 
the Texas jobbers meet with the Boost- 
ers Club. 


—_—___—__——_ 


New Connection for Robb 


KANSAS CITY, Mo., Sept. 13.—Carle- 
ton Robb, organizer of the Automotive 
Trades Association of ‘Greater Kansas 
City and former executive secretary of 
that organization, is now associated with 
the sales promotion department of the 
Saunders Drive-It-Yourself System, Inc., 
in the home office at Kansas City, Mo. 


Explain Plane’s Utility 

CLEVELAND, Sept. 13.—In order that 
the public may be educated in the utility 
of the airplane, the Aero Club of Cleve- 
land held an open meeting to which the 
public was invited. Earl F. Ward, air 
mail pilot, and Willard Parker, president 
of the club, spoke. 


PREPARE FOR TIRE DEALERS 





Memphis Committees Make Plans for Big 
November Convention 


MEMPHIS, Tenn., Sept. 13.—Commi't- 
tees of the Memphis Tire and Service 
Dealers’ Association are at work on ei- 
tertainment and exhibition plans for the 
National Tire Dealers’ convention to he 
held in Memphis at Hotel Peabody, Nov. 
16-17-18. Prospects are for a large ai- 
tendance, aS many as 2,500 persons in 
the tire trade and affiliated branches be- 
ing expected. 

The program will cover technical, trade 
and business promotion topics. National 
and local association officers and direc- 
tors will start the event with an exec- 
utive session the first day. Exhibits of a 
varied character will be shown on the 
mezzanine and other floors of Hotel Pea- 
body. 


NEW YORK, Sept. 13.—The Metropol- 
itan Section of the Society of Automotive 
Engineers has issued invitations for a 
frolic to be held at the Manhasset Bay 
Yacht Club Sept. 15. 


On the Frolic Committee are: J. M. 
Grant, L. E. Vogt, S. H. Woods, W. J. 
Sommers, S. R. Milburn, W. E. Kemp and 
G. A. Round. 








Cleveland Team Wins Ohio Dealers Inter-City 
Golf Tournament 





Left to Right: O. C. Tyner, captain, Jordan distributor; Al Reeke, Nash distributor; 

H. O. Secrest, Nash dealer; T. H. Towell, Cadillac distributor; Warner M. Bateman, 

Reo distributor; W. Pitt Barnes, Dodge Brothers distributor; Walter F. Wright, 
Chrysler distributor; William Vance, Ford Motor Co. 


Pictured above are members of the golf team of the Cleveland Automobile 
Manufacturers’ and Dealers Association which won the Ohio Automobile Dealers 
Intercity Golf Tournament championship. It cleaned up with every game played in tie 
tournament. In addition to the personnel appearing immediately beneath the picture 
the team was ably assisted by the following reserves who filled vacancies as occasion 
required: F. J. Graf, Nash and Franklin dealer; E. D. Latimer, Ford dealer; Emil 
Hertz, Buick dealer; Roy Osborn of the Reeke-Nash Co.; Homer C. Trace, Hudson- 
Essex dealer; I. J. Messenger, of R. J. Schmunk Co., Hudson-Essex distributor, and 
Lloyd P. Jones of the Jordan-Ohio Co.; Carl Snell. 


Motor Age 
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Industry’s Wages Higher 
In 1925 Than in 1923 


5 to 10 Per Cent Gain Shown 
in Survey by Commerce 
Department 


WASHINGTON, Sept. 11—Wages in 
the automotive industries in the United 
States were from 5 to 10 per cent higher 
in 1925 than in 1922, and the average 
full-time hours per week jumped to 50.3 
in 1925 from 50.1 in 1922, according to 
statistics issued by the Department of 
Labor in the August “Monthly Labor 
Review.” 

The 1925 data covers a total of 340,930 
male and 3,432 female wage earners in 
99 plants manufacturing automobiles, 
bodies and parts. 


The average earnings of males in all 
occupations combined increased from 
66.2 cents per hour in 1922 to 72.9 cents 
per hour in 1925. The increase for fe- 
males in the same period was from 43.8 
cents per hour to 46.7. The average in- 
crease in industry as a whole was from 
65.7 to 72.3. 


The statistics issued by the Depart- 
ment in its present report give the 
various occupations in detail, divided by 
states, with the note that those working 
on electrical starters, generators or 
magnetos, and those engaged in the main- 
tenance or construction of buildings and 
in the engineering, drafting and experi- 








Coming Motor Events 


Automobile Shows 





1927 NATIONAL SHOWS 


New York Jan. 8-15 
Chicago Jan. 29-Feb. 5 











Boston, Mass March 5-12 
Mechanics Bldg. 


Sept. 27-Oct. 2 





Boston, Mass 











Radio Exposition, Mechanics’ 
Bldg. 

Chicago Jan. 29-Feb. 5 
Annual Salon, Hotel Drake. 
Chicago Nov. 8-13 
Show and Convention of Automo- 
tive Accessories Association, 

Armory. 
Chicago Nov. 8-13 





Show and convention, Automotive 
Equipment Ass’n, Coliseum. 

Chicago Nov. 15-19 
Show and convention of the Na- 
tional Standard Parts Ass’n, Hotel 
Sherman. 

Chicago Sept. 27-Oct. 2 

National Radio Exposition. 


Jan. 22-29 








Cleveland 





Public Auditorium 


Dallas, Tex 
Automobile Bldg. 


Elizabeth, N. J Oct. 22-30 
Second Regiment Armory 


Kansas City, Mo Feb. 12-19 
Kansas City Automobile Show 


Los Angeles Feb. 12-19 
Annual Salon, Hotel Biltmore. 
Newark, N. J Jan. 15-22 


Twentieth Annual Newark Automobile 
how. 


Oct. 9-24 

















New York Nov. 24-Dec. 4 
Annual Salon, Hotel Commodore. 
New York : Sept. 13-18 
Madison Square Garden, Radio 

World’s Fair. 



































Sioux Falls, S. D March 2-5 
St. Louis Sept. 4-19 
Industrial Exposition, Forest Park. 
Races 
Atlantic City, N. J Sept. 25 
Altoona Sept. 18 
Dallas, Texas Nov. 11 
Laurel, Md Oct. 23 
Los Angeles, Cal Nov. 25 
Salem, New Hampshire Oct. 13 
Conventions 

Automotive Equipment Assciation, 
Coliseum, Chicago Nov. 8-13 


National Automobile Dealers’ Associa- 
tion, Ohio Council, Columbus........ 


Neil House Sept. 23-24 

National Association of Finance Com- 
panies, Paimer House, Chicago...... 

Nov. 15-16 


National Standard Parts Association, 
Hotel Sherman, Chicago........Nov. 15-19 


National Tire Dealkers Association, 














Inc., Memphis, Tenn Nov. 16-18 
Pennsylvania Automotive  Associa- 

tion Elks’ Home, Philadel- 

phia Oct. 18-19 


Society of Automotive Engineers, 
Transportation and Service Meet- 
ing, Boston, Mass Nov. 16-18 





mental departments are not included in 
the figures. Similar data, on the auto- 
motive industries, now is being prepared 
and will be available in bulletin form 
later. 


COMING FEATURE ISSUES OF CHILTON CLASS JOURNAL PUBLICATIONS 


September 30—Automotive Industries—Annual Production Issue 
November 4—Motor World Wholesale—Annual Marketing Issue 
January 1—Automobile Trade Journal—Annual Show Issue 
January 4—Motor Age—Annual Show Issue 





In the Million Dollar Class in Four Years 
(Continued from page 23) 


features of the CHRYSLER from constant contact so 
thoroughly that each one can take the engine apart and 
put it together blindfolded—men who are expert at getting 
the absolute mechanical efficiency from your car. 

“*That is why we say that to keep your CHRYSLER 
in perfect condition, this is the place to bring it. 

“Specialized craftsmen and specialized tools enable us 
to repair your CHRYSLER more quickly, as well as bet- 
ter. 

‘“*That stands to reason, doesn’t it? 

“We have standardized our repair charges so that you 
may know in advance how much it will cost to repair 
your car. The low cost will surprise you—and, of course, 
our repair work is fully guaranteed. 

“ “Cordially yours, etc.’ 


“If that particular customer still does not come in to 
our service station, we send him still another service let- 
ter at the end of the next 30-day period, and so on, until, 
at last, his resistance is overcome, he is convinced of our 
friendship for him, and he finally comes back. 

“After all, in the last analysis, WORK, persistent, con- 
sistent, sensibly directed, good-natured WORK, whether 
it be in going after a new prospect or in keeping a cus- 
tomer after he has been sold, is the real secret of success. 
I have heard fifty plans for selling automobiles, but there 
Is no ‘royal road’ to sales success. That trail is getting 
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harder and harder every year. Only hard work and plenty 
of it will convert it into a paved highway, down which the 
salesman may roll his cars over all sales resistance.” 





Reeke’s Used Car Ads. Bring in Business 
(Continued from page 17) 

Cars are either reconditioned properly, or sold “as is”— 
and then generally to the junk man. The cost of recon- 
ditioning—a legitimate charge of the service department— 
is added to the price of the car, so that a car generally 
sells for the amount allowed for it on exchange plus the 
reconditioning charge. 


Used cars sold for more than $400 usually show a profit 
sufficiently ample to take care of losses on cars on which 
$100 or $150 has been allowed. 


Straight merchandising methods are employed; no 
bonuses are offered; no cars are sold for less than 40 
per cent down. These practices permit the Reeke-Nash 
Company to show at the end of their fiscal year an inven- 
tory of considerably less than $10,000 in used ears. 

“The proof of the pudding,” Mr. Reeke remarked, and 
he reached for a giant scrap book on the cover of which 
these words “Proof of the Pudding” stood out boldly, 
‘is all contained within these covers—and our balance 
sheet.”’ 

“Honesty pays—and nowhere more than in the sale 
of used automobiles.” 
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Prices and Weights of Current Passenger Car Models 





8HIP 
WT. PASS. BODY STYLE. PRICE 
AUBURN “4-44” 


emannid 5-p Touring $1,145 
nee 6-D Roadster .14 
seantid 2-p Coupe 1,175 
a 6-p Bedan 1,195 
g.66"" 
3850 4-p Sport-Roadster 1,395 
3860 6-p Touring ,395 
meneiiies 8-p Coupe 1,445 
3020 6-p Brougham 1,495 
8070 &-D Sedan 695 
3070 5-p Wanderer 1,745 
“8.88 
(129 in. W. B.) 
3180 4-p Sport-Roadster 1,695 
8200 6-p Touring 1,695 
Ree 3-p Coupe 1,745 
3380 5-p Brougham 1,795 
8450 i-p Redan 1,995 
3450 5-p Wanderer 2,045 
(146 ~4 ae B.) 
—— 7-p Bed 2,495 
BUI€K 
“4115” 
2845 2-4-p Roadster $1,195 
2955 5-p Touring 1,225 
3020 2-4p Coupe 1,195 
3150 5-p 2 d. Sedan 1,195 
3110 4-p Coupe 1,275 
3230 5-p 4d. Sedan 1,295 
oe | 99 
(120 in. W. B.) 
3800 4-p Coupe 1,465 
3670 5-p 2-d. Sedan 1,395 
3765 5-p 4-d. Sedan 1,495 
44428" 
(128 in. W. B.) 
3570 4-p Sp. Roadster $1,495 
3635 5-p Sp. Touring 1,525 
3805 4-p Country Club 1,765 
diane 5-p Coupe 1,850 
3940 6-p Brough. Sedan 1,925 
4025 7-p Sedan 1,995 
CADILLAC 
“314” Standard Line 
(132 in. Ww. B.) 
4119 5-p Brovgham $2,995 
4049 2-p Coupe ,100 
4125 5-p Victoria 3,195 
4210 5-p Sedan 3,250 
4315 7-p Sedan 3,350 
enaeiin 2-p Sport Coupe 3,500 
yee, 5-p Sport Sedan 3,650 
(138 in. W. ) 
1380 7-p Imperial 3,535 
Custom Built 
(132 in.) 

4065 2-p Roadster $3,350 
seein 2-p Conv’t Coupe 3,450 
(138 in. W. B.) 

4125 7-p Touring $3,450 
4109 5-p Phaeton 3,450 
se staaiaiad 5-p Sp. Phaeton 3,975 
4300 5-p Coupe 3,855 
4300 5-p Sedan 3,995 
4400 7-p Suburban 4,125 
4450 7-p Imperial 4,350 

CASE 
J. I. C. 
8260 8-p Roadster $1,840 
8290 5-p Touring 885 
8470 5-p Sp. Touring 2,160 
3640 5-p Sedan 2,590 
3650 5-p Brougham 590 
oy 

8950 7-p Touring 2,225 
4320 7-p Sedan 2.975 
CHANDLER BIG SIX 
3090 2-4-p Roadster $1,695 
3085 5-p Sport Touring 1,545 
3223 7-p Touring 1,64 
3460 5-p 20th C’y Sedan 1,495 
3526 5-p Met. Sedan 1,595 
shame 4-p Coupe 1,675 
3594 7-p Sedan 1,795 
3629 7-p Berline 2,095 

Standard Six 

(109 in. W. B.) 
2325 5-p Touring $945 
2565 5-p DeLuxe Tour, 1,005 
eel 2-4p Sport R’dster 1,135 
2580 5-p Sedan 995 
252 2-p Coupe 1,035 
piteiteade 5-p De Luxe Sedan 1, 095 
sacle 2-p De Luxe Coupe 1,125 

Special Six 

(116 in. W. B.) 
2800 5-p Touring $1,145 
2975 5-p Sport Touring 1,295 
2950 2-p Coupe 1,195 
meme 2-p De Luxe Coupe 1, 285 
3145 5-p Sedan 1,295 
CHEVROLET “xX” 
1780 2-p Roadster $510 
1875 5-p Touring 510 
2030 2-p Utility Coupe 645 
2130 5-p Coach 645 
2215 5-p Sedan 735 
2215 6-p Landau Sedan 766 








SHIP 
WT. PASS. BODY STYLE. PRICE 








CHRYSLER : 
aé 0”’ 
2230 2-p Coupe $750 
2335 5-p Coach 780 
2410 5-p Sedan $30 
**g0”’ 
2575 5-p Touring $1,075 
2545 2-p Roadster 1,145 
a 2-p Coupe 1,165 
2780 6-p Coach 1,195 
2840 6&-p Sedan 1,295 
79" 
2805 2-4-p Roadster $1,525 
2785 5-p Phaeton 1,395 
3895 5-p Coach 1,395 
3060 5-p Sedan 1,545 
2935 2-4-p Royal Coupe 1,695 
2995 6-p Brougham 1,745 
3085 &-p Royal Sedan 1,795 
3090 §&-p Crown Sedan 1,895 
“R09 
(185% in.*) 
3775 5-p Phaeton 2,545 
3730 2-4-p Roadster 2,595 
4105 5-p Sedan ,09 
(192% in.*) 
4015 4-p oupe 2,895 
(198% in.*®) 
4225 7-p Sedan 3,195 
4260 7-p Sedan Lim, 3,595 
*Overall length. 
CUNNINGHAM 
“V-g” 
4500 4-p Sp. Touring $6,150 
4600 7-p Touring 6,650 
4700 4-p oupe 7,600 
6000 6-p Limousine 8,100 
DAGMAR 
**g-70" 
3750 4-p Roadster $3,500 
3800 4-p Sp. Tourer 3,500 
3700 4-p Phaeton 3,500 
4200 4-p Petite Coupe 4,500 
420@ 4-p Petite Sedan 4,500 
4500 4-p De Luxe Coupe 4,750 
4700 5-p Sedan ; 
4800 7-p Sedan 4,750 
6-60” 
3150 5-p Touring 1,785 
3100 2-p Roadster 1,985 
3200 4-p Sp. Touring 1,985 
3500 6-p Sedan 2.446 
DAVIS 
“92-27” 
2915 5-p agian. Tour. 1,495 
3000 5-p Seda 1,595 
3060 6&-p Imperial Sedan 1 7956 
“93-27” 
2325 5-p Touring $1,285 
2500 5-p Sedan 1,285 
2450 &-p Coupe 1,285 
DIANA “St. 8” 
2995 5-p Roadster $1,795 
2995 &-p Palm Beach 
Roadster 1,995 
3178 5-p DeL Brougham 1,995 
3275 5-p De Luxe Sedan 2,195 
3160 5-p Cabriolet ° 
3640 7-p Sedan , (135 =. on. 
Rk40 7-p Rerline Redan - ROE 
3640 5-p To sn Car. 5,000 
DODGE BROTHERS 
2448 2-p Roadster $ 795 
2538 2-p Special Roadster 845 
2567 5-p Touring 795 
2642 5-p Spec. Touring 845 
2497 2-4p Sport Roadster 945 
2617 4-p Sport Touring 88 
2589 2-p e 845 
2632 -p Spec. Coupe 895 
2811 5-p Sedan 895 
2883 5-p Spec. Sed, 945 
292@ 6b-p DeL. Sedan 1,075 
DUESENBERG 
Straight ‘3° 
3920 3-p Roadster t 
3970 4-p Roadster + 
3700 5-p Phaeton Tt 
3980 4-p Sp. Phaeton t 
4115 5-p Sedan t 
4500 7-p Sedan 
Manufacturers do not quote 
list prices. 
DU PONT “ee” 
3400 4-p Roadster $2,800 
3450 5-p Touring 2,800 
3550 4-p Coupe 3,200 
3750 5-p Sedan 3,400 








SHIP 
WT. PASS. BODY STYLE. PRICS 
ELCAR , 
“*4-55”" 
2560 $6-p Touring $1,095 
ieinaaien 4-p Roadster 1.295 
2900 5-p Coach 1,196 
edie 38-p Coupe 1,295 
2779 6-p Sedan 1,395 
$*6-65"" 
nies 6-p Touring 1,295 
ena 4-p Roadster 1,495 
ciaiahadl 3-5-p Landau R’dster 1,675 
2779 5-p Coach 1,395 
cities 3-p Coupe 1,495 
2900 5-D Sedan 1.595 
**“-81"" 
ae 7-) Touring 2.265 
3000 3-p Coupe Rdster. 2,195 
caine 3-5p Landau R’dster 2,295 
eante 4-p Coupe 2,095 
ceceiatiith 5-p Sedan 2,265 
4050 7-p Sedan 2.765 
ESSEX 
2260 5-p Touring $765 
2500 5-p Coach 795 
FLINT 
7.48” 

2497 5-p Coach $960 
2500 5-p DeL. Coach 1,075 
“*B-60” 

2683 4-p Roadster $1,360 
2708 5-p Touring 1,260 
snneinalen 4-p Sp. Roadster 1,495 
sian 4-p Coupe Roadster 1,495 
3093 5-p Sedan 4d. 1,495 
2933 5-p Brougham 1,450 
‘*E-80” 

(120 in. W. B.) 

3139 4-p Sport Road, $1,645 

3189 5-p Touring * 
3310 4-p Sp. Touring 1,645 
3414 4-p Coupe 1,850 
3529 5-p Sedan 1,925 

(130 in. W. B.) 

3294 7-p Touring 2,125 
3649 7-p Sedan 2,395 
FORD 


With Starter, Dem. Rims and 
Balloon Tires 


1655 2-p Runabout $360 
1728 5-p i 380 
1860 2-p Cou 485 
1972 5-p Tudor Sedan 495 
2004 5-p Fordor Sedan 645 
FRANKLIN 

sou” 
2800 3-p Sport Road, $2,690 
2845 5-p Touring 2,635 
2965 3-p Coupe 2,645 
emeenee 3-5-p Coupe 2,760 
3175 5-p Sedan 2,790 
‘india 4-p Victoria ,790 
enmeeet 6-7-p Sedan ,840 
ueananis 5-p Oxford Sedan 2,865 
3080 5-p Sport Sedan ,910 
3275 7-p Limousine 2,990 
3135 7-p Cabriolet 4,400 
GARDNER 

6B 
3070 4-p Phaeton $1,396 
QNAN 4-n Ponadster 1,395 
3280 5-p Custom Bro’m 1,645 
3210 4-p Landau Rdster 1,695 
3280 &-D Tmp Sedan 1.698 
3280 5-p Victoria Bro’m 1,695 

3B 
3350 4-p Phaeton 1,795 
23250 4-p Sp. Roadster 1,795 
3260 5-p Custom Bro’m 1,995 
3620 5-p Victoria Bro’m 2,045 
3480 4-p Landau Rdster 2,095 
3624 6-p imp. Sedan 2,095 
HERTZ 

“y=)-1” 
ae $-p Touring on 
3800 5-p Sedan come 
HUDSON 

“Super Six” 

3395 7-p Phaeton $1,250 
3440 5-p Coach ,195 
3560 4-p Brougham 4d. 1,495 
3685 7-p Sedan 1,595 
HUPMOBILE 

‘sa 
2620 6-p Touring $1,325 
2800 5-p Sedan 1,385 
2800 2-4-p Coupe 1,385 

“Ee” 
3300 5-p Touring 1,945 
3360 7-p Touring 2,045 
3355 2-4-p Roadster 2,045 
3465 2-4-p Coupe 2,345 
3545 5-p Sedan 2,345 





SHIP 
WT. PASS. BODY STYLE. PRICB 
3580 5-p Berline 2, 446 
eniedinen 7-p Sedan 95 
andantions 7-p Sedan Lim, 2 595 
JEWETT 
“New-Day” 
2400 5-p Touring DeL 1,095 
2475 5-p Brougham 995 
pastenee 5-p Sedan dail 
JORDAN _ 
29156 4-p Playboy Road. 3. 846 
3200 5-p Sedan 946 
eneninets 4-p Victoria . O48 
Series “AA” 
3470 5p Sedan $2,495 
3470 4-p Victoria 2,495 
KISSEL 
+55" 
(124 in. Ww. B.) 
3029 5-p Phaeton $1,589 
3660 7-p Touring 1,685 
3065 2-p Speedster 1 »795 
3225 4-p Tourster 1,795 
3160 4-p arene ne wd 1,895 
3190 2-p Speedster 
ne 2,085 
3275 4- Speedster 
. (Enc.) 2,185 
— 2-p Coupe Rdster 1,795 
suiabiiaiias 4-p Coupe Rdster 1,895 
3300 5-p Brougham 1,695 
saialiaaia 5-p Spec. Bro’m 1,795 
3440 5-p Bro’m Sedan 1,895 
onnienintin 5-p Spec. Bro’m 
Sed, 2,095 
(132 in. W.B.) 
Bro’m Sed. 
— DeLuxe $2,585 
4010 7-p Sedan DeLuxe 3,085 
3640 7-p Berline Sed. 
DeLuxe 3,185 
6on5’” 
(131 in. W.B.) 
3220 5-p Phaeton $1,985 
3630 7-p Touring 2,085 
3275 2-p Speedster 2,195 
3335 4-p Tourster 2,195 
3360 4-p ser wed 2,295 
3425 2-p peedster 
ne) 2,485 
3500 4- Speedster 
af (Enc.) 2,585 
ase 2-p Coupe Rdster 2.195 
seeaiaiaie 4-p Coupe Rdster 2,295 
3565 5-p Brougham 2,095 
ssaniaian 5-p Spec. Bro’m 2,195 
3769 5-p Bro’m Sedan 2,295 
aiteaenis 5-p Spec. Bro’m 
Sedan 2,495 
(139 in. W. B.) 
910 5- Bro’m Sedan 
. - DeLuxe $2,985 
4080 7-p Sedan DeLuxe 3,485 
4125 7-p Berline Sed. 
DeLuxe 3,588 
LINCOLN 
4460 2-p Roadster $4,000 
4580 7-p Touring 4,000 
4565 4-p Phaeton 4,000 
4780 4-p Sport Phaeton ‘. — 
4750 4-p Coupe 
4885 4-p Sedan 4.508 
4760 5-p Sedan 4,900 
4890 7-p Sedan 5,100 
4946 7-p Limousine §. 300 
LOCOMOBILE 
“Jr.-8"" 
3100 2-p Roadster 2,150 
3000 6-p Touring 1,785 
3250 4-p Coupe 2,265 
3400 5-p Sedan 2,285 
3350 6-p Brougham 2,286 
#699" 
4660 4-p Sportif Tour. 6,600 
4600 4-p Roadster 5,900 
4980 4-p Coupe 6,950 
5040 5-p Victoria Sedan : 300 
site b-p Sed. (divided) uf 458 
5000 7-p Cabriolet 
5105 7-p Suburban 7 7500 
4960 5-p Brougham 7,500 
6649” 
628@ 4-p Sportif Tour. $7,460 
£330 7-p Touring 7,460 
5640 7-p Touring Lim. 3%. 60 
SK RO &-p Victoria Sedan 16.050 
5464 7-p Brougham 10,040 
5868 7-p Enc. Dr. Lim. 1°. 150 
5600 7-p Cabriolet 10,200 
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Prices and Weights of Current Passenger Car Models 





iP 
oti F bass. BODY STYLE. PRICE 


McFARLAN “6” 








“sy” 
oe &-p Roadster $2,650 
_ 2-p Spec. Roadster 2,906 
3608 §&-P Touring 2,650 
a wae Touring 2, 
omens 5-p Brougham 4d. $3,180 
9850 4-p Coupe 3,180 
3359 &-p Sedan 3,180 
we  6°P Bpec. Sedan 3,180 
386@ 7-P Sedan 3,280 
a. Op 8ub. Sedan 3,380 
one 1-p Sub. Sedan 3,486 
ory" 
400@ ©6.3-p)=—s_s«s Roadster $5,400 
4600 4-p Sp. Touring ,60 
4900 4-p Coupe 6,72 
5200 4-p Tour. Sedan 6,72 
5200 7-p Tour. Sedan 6,810 
cae, Van Sedan 6,720 
"wwe op Sedan 6,81 
we  27p Spec. Sedan 6,810 
we Op Ene. Sedan 7,110 
ain 1-p Sub. Sedan 7,110 
6200 7-p Town Car 9,00 
“Straight 8” 
a Roadster $2,650 
a: cae Roadster .900 
a 6-p Touring 650 
a a Touring 2,760 
omen 6-p Sedan 3,18 
——— 6-p Sub. Sedan 3,380 
ji: tae Sedan 3,280 
amen 7-p Sub. Sedan 3,480 
_—.—.. 4£°p Coupe 3,180 
— 5-p Coach Broug. 3,180 
on 6-p Town Car .60 
MARMON 
ona” 
$913 4-p $3,295 
3827 2-p 3,29 
3604 6-p 3,295 
3704 7-p 3,295 
4080 6&-p $3,295 
3983 2-p 3,295 
3937 4-p 3,295 
4065 6-p 3,29 
4243 T-p 3,370 
4065 5-p Sedan ,395 
4243 T-p Sedan 3,470 
4031 6-p De Luxe 3,775 
4175 7-p de Luxe 3,850 
4100 5-p Lim. 3,900 
4216 7-p Lim 3,975 
MOON 
4+*g-60” 
9295 3-5p Roadster $995 
i DeL. Roadster 1,095 
2340 5-p Phaeton 995 
2420 5-p Coach 995 
2520 eat DeL. Broug. 1,095 
9605 canner 4-d Sedan 1,195 
Series “A” 
2608 5-p Roadster $1,396 
2560 5-p Touring 1,195 
2720 5-p Cab. oadster 1,595 
271@ #+§-p DeL Brougham 1,395 
2860 6-p DeL. Sedan 4d, 1,545 
NASH | 
“Light ~ oo 
2210 5-p Touring $865 
sesnaiids 2-p Coupe 925 
2410 &-p Sedan 995 
“Special” 
287@ 2-p Roadster $1,115 
2960 6-p Touring 1,135 
2980 4-p Roadster 1,22 
3030 2-p Business Coupe 1,165 
3128 5-p Sedan 2d 1,215 
$170 6-p Sedan 
3270 §6—§&-p Sedan 4d 1,445 
“Advanced” 
(121 in. W. B.) 
$390 4-p Roadster $1,475 
3400 5-p Touring ,340 
3550 65-p Sedan 34d. 1,425 
3656 6-p Sedan 1,525 
“Advanced” 
; (127 in. W. B.) 
8480 «837-p Touring $1,490 
3640 4-p Victoria 1,790 
3758 6-p Coupe 44d. 1,99 
8830 7-p Sedan 2,090 
QAK LAND 
sD” 
2600 §64-p Sp. Roadster 1,175 
2500 5-p Phaeton 1,025 
2640 5-p 2d. Sedan 1,095 
2615 3-p Landau Coupe 1,125 
2765 6-p 4d. Sedan 19 
2886 6-p Landa» Sedan 1,295 
OLDSMOBILE 
“30E” 
2220 5-p Touring 875 
2340 4-p Del. Roadster 975 
2405 5-p DeL. Touring 980 
2350 2-p Coupe 925 
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sHil 
WT. PASS. BODY STYLBE. PRICE 
2450 5-p Coach 950 
2479 2-p De Luxe Coupe 990 
2620 5-p De Luxe Coach 1,050 
2520 5-p Sedan 1,025 
2690 5-p De Luxe Sedan 1,125 
2700 5-p Landau 1,190 
OVERLAND 
“96” 4 
1984 = anes Touring $645 
2130 2-p Coupe 735 
2075 s-p Sedan 736 
“93” 6 
2395 6-p Touring $895 
2397 2-p Coupe 895 
2443 4-p Std. Sedan 935 
2583 5-p De Luxe Sedan 1,095 
PACKARD 
446° 
ones 4-p Roadster $2,685 
onus 5-p Phaeton 2,585 
nun 4-p Coupe 2,685 
onmmtite 5-p Sedan 2,585 
(133 in. W. B.) 
eens 7-p Touring $2,785 
conan 7-p Sedan 2,78 
— 5-p Club Sedan 2,725 
eecceese 7-p Sedan Lim. 2,885 
oon? 
(136 in. Ww. B.) 
— 4-p Runabout $3,859 
— 5-p Phaeton 3,750 
comin 4-p Coupe 4,750 
eonnenete 5-p Sedan 4,750 
(143 in. W. B.) 
ennemenn 7-p Touring $3,950 
a 5-p Club Sedan 4,89 
—— 7-p Sedan 5,000 
excesses 7-p Sedan Lim, 5,100 
PAIGE 
“6-72” 
(125 in W. 
3500 6-p _Sstd. Sedan $1,495 
3615 5-p Sedan De Luxe 1,670 
3475 4-p Cab Roadster 2,295 
3740 7-p Sedan DeLuxe 1,995 
3825 7-p Limousine 2,245 
(115 in. W. B.) 
3055 56-p Brougham $1,295 
PEERLESS 
“6-72” 
((126% in. W. B.) 
3175 &-p Touring $1,895 
3425 5-p Coupe 2,29 
3500 5-p Sedan 2,39 
(133% in. w. B.) 
3275 2-p Sp. Roadster $2,195 
3300 7-p Sp. Touring 1,995 
3700 7-p Sedan 2,595 
3825 7-p Limousi 2,695 
3575 5-p De Luxe Sedan 2,795 
3650 7-p De Luxe Sedan 32,995 
++g-80” 
2800 6-p Phaeton $1,395 
2895 5-p Roadster 1,49 
_..  2-4-p Coupe Roadster 1,565 
2950 6-p Sedan 1,495 
3140 &-p Std. Sedan 1,595 
aa wz Sport Sedan 1,795 
3140 6-p De Luxe Sedan 1,795 
*g.69”" 
(133% in. Ww. B.) 
3675 _ ..---- Roadster $2,995 
one 7-p Sedan 3,095 
3950 5-p Sedan 3,495 
4025 7-p Sedan 3,595 
4100 7-p Ber, T.imousine 3,796 
(126 in. W. B.) 
mania 5-p Coupe $2,795 
— 5-p Sedan 2,995 
PIERCE-ARROW. 
“80” 
3285  2-p Runabout $2,895 
3300 4-p Phaeton 3,095 
3440 7-p Phaeton 2,895 
3470 5-p Coach 2d. 2,995 
3405 2-p Coupe 3,100 
3525 5-p Coach 4d. 3,250 
3620 7-p Coach 3,350 
3420 4-p Coupe 3,695 
3500 5-p Sedan 3,895 
3600 7-p Sedan ,995 
3655 7-p Enc. Dr. Lim. 4,045 
3675 7-p Lim, Coach 3,450 
639 
4360 2-p Runabout $5,250 
4506 4-p Touring 5,250 
4590 7-p Touring 5,250 
4730 3-p Coupe 6,800 
4800 4-p Sedan 6,900 
496@ 7-p Sedan 7,000 
4750 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,80 
4850 7-p Limousine 7,000 
5060 7-p Bnclosed Lim, 7,000 
4780 7-p French Lim 7,000 
4730 6-p Landaulet 7,000 
PONTIAC ; 
2395 2-p Coupe $825 
2450 5-p 2d Sedan 825 
en 5-p Landau Sedan 895 


————— 








erik 
WT. PASS. BODY STYLE. PRICE 








REO 
‘oT .g”" 
3375 3-p Roadster $1,666 
3183 5-p Sp. Touring 1,395 
3365 2-0 Coupe 1,495 
3365 2-p Spec. Coupe 1,565 
3515 6-p Sedan 4d. 1,565 
3565 6-p Spec. Sedan 1.746 
REVERE ” 
3908 3-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 5-p Touring 2.750 
4300 5-p Sedan 3.80 
“wm” 
3700 2-p Roadster $3,200 
3800 4-p Sportster 3,20 
3970 6-p Touring 3,200 
4400 S-p Sedan 4,000 
RICKENBACKER 
“ee” 
3038 &-p Touring $1,750 
3068 1-p Touring 1,795 
2953 4-p Roadster 1,795 
3116 6-p Coupe-Sedam 1,495 
3202 5-p Brougham 1,695 
3092 4-p Coupe Roadster 1,920 
3317 5-p Sedan 1,995 
3353 7-p Sedan 2.195 
“B- 
3227 4-p Roadster $3,196 
3315 5-p Touring 2,159 
3355 7-p Touring 3,195 
_... 4°*pD Sup. Sp. Road- on 
3445 5-p Coupe Sedan 2,095 
3486 5-p Brougham ,195 
3346  4-p Coupe Roadster 2,320 
3603 5-p edan . 
3640 7-p Sedan 2,595 
ecccecece 4-p Sup. Sp. Bedan 5,000 
ROAMER 
6-50-55” 
aaa 8°*D Spec, Tourer $1,295 
omumn 5-p Spec, Sp.Tourer 1,395 
—=——w.. 2°P Bus. Coupe 1,395 
— 5-p Coupe . 
enesmene b-p Sedan DeLuxe 1,695 
“g-54-E”’ 
oameans 4-p Tourer 1,985 
ecceeeee.|6|6|C4°2D Sport 2,285 
cummin 7-p Tourer 2,285 
au. 8D Cabriolet 2,750 
cme $-D Sedan 2,960 
464.75-E”’ 
“Custom Built” 
———— 3-p Sport 3,285 
am 4-p Tourer 2, 
“9.88” (138 in. W. B.) . 
aw. 4°D Roadster $2,750 
——— 5-p Sport 2.75 
omen 5-p Tourer 2,495 
ecw 7p Tourer 2,585 
omen 2-p Speedster 2,985 
oxaniema 8-p Cabriolet 3,950 
comuean 5-p Spec Sedan 3.485 
om“ Ta Sedan (136 in. 
Ww. B. 3,285 
oun 5-p Brougham 2,895 
“g.g@” (126 in. W. B.) 
2950 2-p Roadster $1,895 
3150 2-p Coupe 1,985 
3580 5-p Sedan 1,985 


ROLLS-ROYCE 
Manufacturers do not quote list 


prices. 
STANLEY 

9623" 
3600 5-p Phaeton $2,650 
4000 5-p Sedan 3.400 
STAR 

66499 
1850 2-p Conv’t R’dster $550 
1885 5-p Touring 550 
1965 2-p Coupe 675 
2100 6-p Coach 695 
2257 5-p Sedan 4d. 795 

Standard “6” 

2025 5-p Touring 725 
2160 2-4-p Sp. Roadster 910 
2100 2-p Coupe 820 
2245 5-p Coach 880 
sieie 5-p Sedan 975 
2345 5-p Landau Sedan 995 
osusieeaan 2-4-p Sport Coupe 995 
STEARNS-KNIGHT 

“B-4” 
3475 4-p Touring $1,595 
3475 5-p Touring 1,59 
3495 2-p Sport Coupe 1,795 
3650 4-p Coupe ,995 
3725 5-p edan 2,095 
3725 5-p Brougham 2,095 

+75" 
3610 4-p Touring $1,875 
3590 6-p Touring 1,875 
3550 3-p Sport Coupe 2,185 
3875 4-p Coupe 2,350 
3775 6-p Redan 2.476 
3780 5-p Brougham 3,475 





SHIP 
WT. PASS. BODY STYLE. PRICB 
STEARNS-KNIGHT (Centinued) 


a 2-p Roadster $3,250 
celui 4-p Touring ,250 
nian 2-p Cab-Roadster 3,550 
— 4-p Coupe 3,350 
ania 5-p Std. Sedan 3,350 
atin 5-p Custom Sedan 3,350 
enum 7-p Sedan 3,550 
cetene 5-p Std. Sedan Lim, 3,550 
ae 5-p Cus. Sedan Lim. 3,550 
enue 7-p Sedan Lim. 3,750 
STUDEBAKER 

Standard Six 
2700 3-p Du. Roadster $1,125 
2765 3-p Sport Roadster 1,295 
2830 5-p Du, Phaeton 1,145 
2875 3-p Country Club 1,295 
2945 5-p Coach ,195 
3115 5-p Sedan 1,295 
3235 5-p Custom Sedan 1,385 
3115 5-p Sedan 1,398 

Special Six 
3380 8-p Du. Roadster $1,395 
3600 4-p Sp. Roadster 1,595 
3495 6-p Du. Phaeton 1,445 
3470 d-p Coach ,445 
3685  4-p Victoria 1,760 
3620 &-p Brougham 1,795 
3875 6-p Sedan ,89 
Big Six 

(12@ in. W. B.) 
3270 3-p Du. Roadster 31,495 
3400 4-p Sport Roadster 1,645 
3405 5-p Sport Phaeton 1,575 
3510 5-p Club Coupe ,650 
3680 5-p Sedan , 
3835 5-p Custom Bro’m 1,985 

(127 in. W. B.) 
3630 %-p Du. Phaeton $1,775 
3910 5-p Brougham 4d. 2,095 
40890 7-p Bertine 2,225 
3945 7-p Sedan 2,145 
4050 5-p President 2,245 
STUTZ 

*“a-A” 

(131 in. W. B.) 
4164 2-p Speedster $2,995 
4175 4-p Speedster 2,996 
439@ 6-p Brougham 2,995 
4416 5-p Sedan 2,995 
4273 4-p (Wic. Coupe 2,995 
4286 -p Coupe 2.995 

(145 in. W. B. 
wee ID Sedan $3,685 
eocesese 7-p Sedan Lim, 3,78 
VELIE 

“ge” 

3030 4-p Sp. Roadster $1,495 
3025 5-p Club Phaeton 1,45 
2908 8-p Coupe 1, 
3175 S-p Sedan 1,450 
3340 5-p Royal Sedan 1,785 
3350 De Luxe Sedan 2,150 


WILLS SAINTE CLAIRE 
“B-68” 


3500 7-p Phaeton $2,900 
3520 5-p Sedan 1 
3635 7-p Sedan 3,300 
“C-68” 
3350 4-p Roadster $2,900 
3400 4-p Gray G. Trav. 2,900 
3600 6-p Sedan 3,20 
“D-68” 
anueue 4-p Gray G. Trav. $3,000 
cneeene 4-p, Roadster 3,0 
a 4-p’ .Cab. Roadster 3,950 
aoaaunies 5- Std. Sedan 3,450 
on 7-p Sedan 3,550 
. 5-p Brougham 4,050 
onan 7-p Enc. Limousine 3,650 
“W-6" 
3650 7-p Phaeton $2,600 
3410 4-p Roadster 2,600 
3550 4-p Gray G. Trav. 2,600 
3680 5-p Sedan 2,800 
3765 5-p Vogue Sedan 2.900 
3775 7-p Sedan 3,0 
3835 7-p Enc. Limousine 3,085 
“T.6” (127 in. W. B.) 
3675 5-p Traveler 32,700 
3580 4-p Roadster 7 
3750 4-p Cab, Roadster 3,650 
3900 5-p edan 150 
3970 7-p Sedan 3,250 
4080 7-p Limousine 3,350 
3920 56-p Brougham 3,75 
3810 5-p Spec. Sedan 3,150 
WILLYS-KNIGHT 
66” 
3323 2-p Roadster $1,850 
3395 5-p Touring ,750 
3566 7-p Touring 1,956 
3604 4-p Coupe 2,195 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2.495 
“79” 
2846 S-p Touring $1,295 
onanes 2-p Coupe 1,39 
2853 5-p Sedan 1,395 
3050 5-p Sedan 1,495 
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Get Your Share of 
Balloon Tire Trade 


— stamp of public 
approval has been 
placed upon Balloon 
tires. Daily the demand 
is increasing. Are you 
getting your share? The 
Badger line is supreme, 
and areal business 
builder. It is perma- 
nent and profitable. 
Leading Jobbers every- 
where recommend it 
to their Dealer Trade. 
Write your Jobber for 
particulars. 



































The Badger Rubber 
Works 


Milwaukee, Wisconsin 
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Thermo-syphon 


Pu—Pump 
R—Rectifier 








with wick feed 
ate 


: === = The new Bosch Shock Absorbers are 
ce ae _=—. money savers in every sense of the word. 

ee | For the dealer they offer maximum sales 
Opportunities on minimum stock with no 
slow sellers - - only two types are needed 
to meet the requirements of all cars. 
For motorists - - the positive control of 
the new Bosch Shock Absorbers assures 
a saving in the maintenance of the car. 


B 
~ 
oO 
: 
do) 
i) 
| 
is 
Oo 
1) 


Ow—Oil cu 
P—Single 
Pr—Pressure gun 


{-F—Internal four wheels 


1-R—Internal rear wheels 


jJ—Three-quarter elliptic 


K—Come 


They give a new sense of comfort in the 


tising and sold at trade winning prices. 


For Fords (3-point Control Set) complete $16.50 per set. ; ae 
Medium Cars $15.00 per pair. Heavy Cars $20.00 per pair. 


25 improved riding qualities of any car. § 
+ Easily adjusted for balloon or high pres- ol 
~ sure tires. Backed by Bosch adver- bg 
ee 


Fi—Full floating 


f—Fabric 
F—Filter 


AMERICAN BOSCH MAGNETO | CORPORATION 
Main Office and Works: Springfield, Mass. 


Branches: New York Chicago Detroit San Francisco 


~) 5 COLO Se 





heels 
Overhead shaft 


external, four w 


B-F—Both internal and 
BO— Bevel 


Al— Aluminum 
B—Semi-steel 








— al a 























Profit Makers/ 
TheBOSCH LONG LINE ° 
of Automotive Necessities 











ERE’S a complete line of Quality accessories—all made 

by one firm. It’s no longer necessary to deal with one 
company selling shock absorbers, another selling spark plugs, 
etc. If you handle the Bosch Long Line, you have the 
selling rights to 10 popular accessories—high grade, depend- 


Ford 
Ignition 





Electric able, moderately priced, and every one a real necessity. Ty ° 

Windshield You have the Bosch reputation, prestige, advertising P 
mg d dentew heal st toes in edie, “Eileeeel Mienal 600 
Wiper an ealer helps to aid you 1n selling. ibera osch 


discounts to assure good profits. Your profits come from 
fast moving items which keep your capital turning over 
constantly. Bosch Automotive Necessities are called for 
by buyers who want merchandise of a known quality. 
There is a substantial profit in supplying that demand. 


Ask About the Bosch Dealer Franchise 


You can profit still more by becoming an Official Bosch Dealer. ‘The 
diay | requirements are simple—the benefits many. Some of the advantages 

== you would get are: Special discounts on all Bosch material. Greater 
profits through increased sales. Personal assistance from Bosch 
salesmen New markets—added prestige locally. Reference books, 
active sales literature, etc. Sales promotion and advertising service. 





For full particulars, fill out coupon and mail TODAY. 


AMERICAN BOSCH MAGNETO CORPORATION 
Main Office and Works: Springfield, Massachusetts 


17-23 W. 60th St., New York 
3737 Michigan Ave., Chicago 





Branches Ignition Magneto 


Fitting 


89-95 Hancock Ave. W., Detroit 
1262 Post Street, San Francisco 


Shock 
Absorber 














Electric Horn 
Straight Model 


and 
Curved Model 


Fordson 
Govern 





Ignition 


Coil 








BOSCH RADIO 


Bosch Radio Receivet 
are noted for their tond 
quality, beauty of appeal 
ance and simplicity © 
operation. They are fur 


nished in 5, 6 and 7 tute 











AMERICAN BOSCH MAGNETO CORPORATION 
Send me full particulars about: 
[] Complete line 


Ship me the follow- 
ing units at quantity 


O Ford Ignition Systems discount C.O.D.— 





[] Shock Absorber 
(] Windshield Wiper 
[] Spark Plug 

[] Electric Horn 


Firm Name... 











[] Fordson Ignition System 

(] Fordson Throttle Governor 
[] Bosch Radio 

(J) Bosch Dealer Proposition 























Street Address.. 





City. 








Date 











" State 











Signature 





types with two cone typé 
reproducers and a rang? 
of socket power unill: 
They provide a profile: 
ble line of radio product 
with a perfect perform 
ance and price rang 





Ss 





September 16, 1926 MOTOR AGE 51 


Re ieee oe ae oe ROY CU Pe Ns Sead ame = “if . ‘ Re sere ee 
hairs es a Se Piet " ee a aes : “a, DAM wee at tg ' Peak ; 7 LPN ee ies x 


243 





oe Oe <5 ee 


ea: . hee Be - oy yi + 
| M 
lad 
oe 





RE 





d 


ition 


A Familiar Sign 
-| to the Motoring Public 


Through satisfactory per- 
formance, through wide- 
spread advertising and 
high-powered selling helps, 
McKay Tire Chains have 
won the confidence of the 
motoring public. Today, 
“The Better Black Chains 
in the Red Band Bag” mean 
motorist satisfaction and 





And the same motorist acceptance has been won dealer profits. 
_ for McKay Red Bead Bumpers—the bumpers 
lf 


ernc that add “good looks and protect good looks.” Increase your sales by sell- 
ms Dealer profits follow as a matter of course. P 
ing McKays. 


eceivers 
eir tond 
“appeal: 
licity of 
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UNION TRUST BUILDING - - PITTSBURGH, PA. 
d 7 tube C - 
one type Dv 
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SWEEPING THE COUNTRY 
Because MORE for the Money 


“One of our purchasers was so enthusiastic about Hexdees 
that he sent four of his friends to us for sets. He says 
they’re all for Hexdees 100 per cent.”’ 


“T am more enthusiastic about this new product than 


anything I have ever seen in the automotive line. We 
expect to sell several thousand sets this year.”’ 


The above comment from dealers is typical. Distribu- 
tors and dealers everywhere report steadily increasing 
sales. Motorists are demanding Hexdees and car dealers 
are adopting them as standard equipment. 


This is not surprising, for Hexdees offer double value 
in that they control every spring movement (both the 
downthrust and the rebound) at half the usual cost. 
They’re installed in 30 minutes and never wear out. 

A few distributing centers are open. Write for complete details. 


DETROIT STEEL PRODUCTS COMPANY 
2286 East Grand Boulevard, Detroit, Michigan 
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Down to Earth 


HE entire automobile trade have now universally endorsed the high pres- 
sure hydraulic car washing equipments, after careful comparison with all 
other methods of washing automobiles. 


The United States Air Compressor Company early realized the superior service 
of hydraulic systems through their vast study and experimentation in car wash- 


ing problems, the result being that U. S. Equipment has these exclusive fea- 
tures. 


U. S. Car Washing Equipment is manufactured by the United States Compressor 


Company who have long been the leaders in the air compressor and paint spray equip- 
ment field. 


The United States Air Compressor Company 


5304 Harvard Ave., Cleveland, Ohio 


Cable Address: Airpressor All Codes 
Export Dept. 615 Fisk Bldg., New York City. 


‘e, Send coupon for booklet 
“, which gives you not only 
%, the story of profits in car 
The “% washing but vital engineer- 
Tas d % ing facts about U.S. 
Unite “% ag — you should 
: "4 w before buying your car 
States Air ™. washing unit. 
Compressor om 
Company, ~ 


5304 Harvard Ave., ~ 


¢ 


Cleveland, Ohio “, 


%, 

“% 
Send me your latest bul- “~, 
letin on U. S. Equipment. %, 


Name *, — 


get _ 
% : nye sea” ae ee 
¢ : ine 
cininiees “%, y— ee 
. . eS = . . . 


City 




















Interested in (Please check) ” 


Car Washing Equipment : 





Paint Spray Units “% 








. ¢ 
Air Compressors %, 
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Motor Age, Box 6278 
5 So. Wabash 
Chicago, Il. 
I am interested in making more money, 
Please send me full details of your unique 
dealer profit proposition and complete informa- 
tion regarding the new European-type Eight-in-line 

soon to be announced nationally. 


Name wines 





To Address 
be held 


confidential _ .......... is sieineiahesletaihied citeamannnininds aaasinid 
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Also the standard exhaust ner ¥ 
type Perfection Heaters, as \ 
used by leading car munu- 


facturers, $12.50 to $20.00 
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ERFECTION HEATERS 
TO INSTAL! 


They literally pour 
clean plentiful heat 
into the car ..+.+..:-: 


NS trick at all to install this new type Perfection 
Heater in any car. Just one hole to cut in the 
floor-board of the car—no drilling or machining. The 
heater itself is compact and sturdy—as well made as 
any part of a car. 


And this new heater is wonderfully effective—pours 
plenty of clean, fresh warmth into the car instantly. 
It’s rattle-proof—noise-proof—proof against smelly or 
poisonous gases. The Underwriter’s Laboratories 
have approved this heater. 


Priced within easy reach of any car owner—only $5, 88 and 10. 


The big Perfection ad- 
vertising campaign in __s. 
the Saturday Evening |{ PERFECTION HEATER & MFG. co. 

Post this fall and winter | presse ccoa mea tom aescristion of the new tyve 
will bring you plenty Hititm aa 
of requests for these 
new type Perfection 
Heaters. Get ready Street. .- —. -._—. -- —- 














Name 





ee Ci 

















now to handle the bust- | City spabdueioia to -alioucetaniancninetteienits, 
ness with real profit. C1 Jobber 

- [ ] I am adealer for — ~-—— Car. 
A S k yo ur J O b b er or \ [_] I am interested in the complete line. j 


send in the coupon! annus nine 











The Perfection Heater & Mfg. Co. also makes that sensational development in 
carburetion, the Swan System; thru its subsidiary the Swan Carburetor Company. 


“OfO?HEATERS © 


CAR 


ITHOUT A PERFECTION HEATER. 
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HIS demonstrator ~ 
completely equipped ~ 
with an initial order 
for 20 units, Accelerators, 
Pedal Pads, or both. Put 

it on your counter. It 
sells for you. 


There has never been a 
more popular or faster sell- © 
ingaccessoryforFordsthan ~ 
the new improved Fulton ~ 
Accelerator. Thousands 
of dealers are multiplying 
their sales every month. 


i 
SR ~ 
BOER 0, os 
Faw. “ 
ate 





SBE Wis LEE I. ABE 


Design is simple—construc- 
tion is sturdy. Models 
for Holley Hot Spot and 
Stromberg Carburetors. The 
low price of $1.00 moves 
them fast. 


Ask your jobber’s 
salesman. 


FULTON 


ERE ECT ION gaan wg 
Ped al Pa ds 


7 e ee The Fulton Special Chevrolet Outfit has made 

ad Tht Fy a big hit with Chevrolet drivers. The acceler- 

ator pedal with its big, thick rubber pad pro- 
tects the foot from engine heat, absorbs road 
bumps and gives a smooth, easy action to the 
accelerator. The rubber pads in nickeled frame 
fit brake and clutch pedals snugly — grip the 
shoe soles firmly and keep feet from slipping. 
Entire outfit packed in individual carton. 


Demonstrator stand free with order for 10 sets. 
See your jobber’s salesman. 


oo cx List Price, per set $2.00 
a neem 





Sony tg Bt : : < “eg Bf ae Pee. Pag , 
Se Pee Se UR ee Sore ee Se Ce eee } e. 
se es ie SR ee ee Soe Ca” Me SNL, GELS SS? CG SSE eae os Sign a a 





THE FULTON COMPANY, 732-75th Ave., MILWAUKEE, WIS. 

















Hudson’s Model B Crank Case Repair Arm= 
fits either side of any Ford crank case without 
drilling, filing, or forcing. Holds motor in orig- 
inal alignment. Quickly and easily installed. 
Better satisfied customers—more sales. $1.00 each. 
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Demonstyations sell 
Fulton Products / 


(COMBINATION display stands and demonstrators have proved ao 

fire methods of selling Fulton Products. The Aermore Exhaust Horn, 
for instance, does its own selling if you will give the demonstrator an 
Opportunity on your counter. The customer steps up, pushes the plunger 
and hears the most effective signal ever developed —the musical, far- 
reaching tones of the Aermore. Sales are on the increase now that the tour- 
ing season is in full = -—--- = 
swing. [he demonstrator 
is supplied free when 
you stock Aermores. 
Ask your jobber’s sales- 
man for full details. 



























Fulton Accel- 
erator Pedal 
for all Cars 


Makes any acceler- 
ator smooth, easy. 
Fine looking. Nick- 
eled frame. Big rub- 
ber covered pedal— 
keeps motor heat from reaching foot. Fits 
any car. Easily installed—no alterations. 
Price $1.00 











Note these Popular Prices 


Five sizes, price complete with Valve 
and Hand Control 


Ford Special . . . «© «© « « $7.00 
No. 1—for small cars ‘ . ‘ ‘ - 10.00 
No. 0—for medium cars ‘ ‘ ; ‘ 12.00 
No. 00—for large cars ‘ ‘ - 14.00 


No. 000—Extra deep tone _— —_ Special 16.00 
(Specify make and model of car when ordering) 





BIG SELLER! 
Fulton (Perfection) Pedal Pads 


There’s lots of profit in supplying the de- 
mand for these universally popular pedal 
pads. They are neat and practical. Assure 
greater comfort and safety. Thick, live 
rubber, firmly held in a nickeled frame. 
Attached by anyone in a few seconds. 


For Fords—Type D-26 (fit 1926 model) set of 3, $1.00. 
Type DX (for Fords previous to 1926) set of 3, $1.00. 
For other cars, set of 2, ‘ ‘ . « $1.00. 

















THE FULTON COMPANY, 732-75th Ave., MILWAUKEE, WIS. 














Fulton Copperhead Socket Wrench 
No. 4100—Price $3.50 


An indispensable tool for garages, tire shops, service 
stations. The 4 sockets take all ordinary size rim 
nuts. Leverage can be instantly increased 300%, sim- 
ply by throwing over the handle. High-carbon steel 
socket head turns easily. Socket headi is copper plated. 














MOTOR AGE September 16, 1926 

















Old Methods 
Must Go! 


| | The NEW Sioux Reamers 
SET N O. 38 YSLERE $3 O| ' are so absolutely different and 


better—they do the work with such 
greater ease, smoothness and accuracy 
—that it doesn’t pay to waste time and 
energy with old style reamers. The 
Nicked Tooth feature of Sioux 15° and 
75° Reamers absolutely eliminates 
chattering. Sioux oversize pilot stems, 
for worn guide holes, prevent wob- 
bling or traveling, insuring better work. 
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The handy sets shown here include 45° 
Roughing Reamers for removing hard 
carbon deposits, 45° Finishing Reamer, 
15° and 75° Nicked Tooth Reamers for 
narrowing valve seats, pilot stems {includ- 
ing oversizes} and T handle. 


No. 38 Set handles 90% of all motors. 
No. 25 Set for all Fords and Fordsons, 
Chevrolet, Durant, Essex 6, Oakland, 
Oldsmobile “30” and Velie. 


Your jobbe 
Sells Them 


ALBERTSON & CO. SIOUX CITY, IA. 
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You Cannot Find 
a better deal 
than this— 











So many acces- 
sories that car 
owners actually 
need— 














All under one 
name—known to_ 
everyone and of | 
unquestioned 
reliability 





















































NEAR -BY SUPPLY 
Stewart-Warner Distributing Service 
Stations are located in 63 central points 
in the United States and Canada—with 
over 100 additional sub-stations. Also in 
leading centers in all foreign lands. 
Products and Genuine Parts may be ob- 
tained quickly. 

Are you getting the Stewart-Warner 

News-Meter? A full sized newspaper 


with latest news of the accessory field 
~sent free upon request. 


STEWART-WARNER SPEEDOMETER COR’N 
1826 DIVERSEY PARKWAY, CHICAGO, U. S. A. 


STEWART-WARN ER 


2 


ITY, 





'? 


MATCHED-UNIT RADIO 
The most ideal radio for the dealer. The 


entire set and accessories made by one 
firm—Stewart-Warner. Instrument, Tubes, 
Reproducer and Accessories MATCHED 
for complete radio satisfaction. 


TUNE IN 


Stewart-Warner Air Theatre | 
W.B.B. M. 226 Meters 


-— w “ms ~ 
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usiastic dealers say 


about Americas Light Car Sensation 





HOUSANDS of telegrams and letters 
have been received from enthusiastic 
dealers all over the country, following 
the introduction of the Whippet, America’s 
new-type light car sensation. 


Read them. It will pay you to study every 
word. Then write for complete franchise 
details. The Whippet is attracting hundreds 
of new dealers to Willys-Overland. 


y gy sf 


‘“The coming car, and it will be a big seller in the country. ”’ 


‘“The Whippet gave me the impression of the classiest, 
most wonderful light car of the present day.’’ 


‘“The Whippet is a wonder—it is here to whip them all.’’ 
*‘Looks good and should be a fast seller. ” 


“I believe the Whippet is the best piece of merchandise 
we ever had in the 16 years I have been handling the 
Willys-Overland line.’’ 


4 . : 
Embodies every feature required by the small-car buyer, 
° 4 
and will open new fields for “‘second-car’’ sales to large- 
car owners. 


cc ° ° ° ° ‘ . . 
‘The realization of an ideal automobile in minutest detail 
—for dealer, salesman, and public.’’ 


¢¢ ) . 
I am now 100% glad to have become connected with 
this organization. ” 


“The Whippet will sell itself—will give us all our time to 
sell 93’s, 70’s and 66’s.”’ 


‘“The lines of the Whippet sure are great.’’ 
‘A Knockout.’’ 


c¢ e ° 
The best car [ have ever seen in its class for the money. 
Not an unfavorable comment.’’ 
‘“Will be the most-talked-of car on the highways.”’ 
> 


‘Tt is a masterpiece of design and quality.’ 


‘Overwhelmed, spellbound. Unable to express in words 
the wonderful impression the car has made.’’ 


‘“The actual presentation by far exceeded our fondest ex- 
pectations. Congratulations on this achievement.’’ 
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‘‘Far beyond my imagination ‘in 
style and performance. Mr. Willys 
should be congratulated on his fore- 
sight in the automobile business.”’ 


“It has anything trimmed that I 
ever drove—the brakes are won- 
derful, the speed, lack of side-sway 
—she is a knock-out.’’ 


‘“Far more wonderful than any- 
one could possibly anticipate.’’ 


‘One of the finest cars I ever saw and I believe it will be 
the best-selling automobile we have ever had. For looks 
and performance it can’t be beat. ” 

‘'T know it will be a big seller in my part of the country.’’ 


ee 4 ° e 
We sure are more than pleased with the new car. It is 
more than we expected.”’ 


“The Whippet sure is a wonder. You will have to double 
your factory.’’ 


“The finest constructed small car in the field. Workman- 
ship par excellence. ’”’ 


‘Tt sure is a bell-ringer. Increase the production.’’ 


‘“Couldn’t express my feelings when I first saw the beautiful 
little job. Give us all we can sell, and I will be happy. ”’ 


‘‘Ought to go over big with the public. ”’ 


b 


‘“‘We can whip them all with the Whippet in our line.’ 
‘It will revolutionize American motor manufacturing. ”’ 
‘‘Am mighty glad I am a Willys-Overland dealer. ’’ 


‘| never experienced such a thrill but once in my life be- 
fore, as when the wonderful Whippet was unveiled today, 
and that was when I and my buddies followed a Whippet 
tank over the front line trenches. ”’ 


‘The best the Willys-Overland has ever produced. If you 
can supply the demand, other cars in the light car class 
will be at a stand-still.”’ 


OVERLAND 
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‘“Evidently the desire to create a masterpiece has so sincerely 
impregnated the minds of the builders that the results have 
eclipsed all expectations. A cursory examination was more 
than astounding. ”’ 


‘“Oh competition, where is thy sting?”’ 
“Tt is simply marvelous. How soon can I get fifty?’”’ 


“Tf we don’t have our town Whippet-crazy in ten days, 


then it will be the fault of our organization and not of the 
Whippet. ’’ 


‘*Most wonderful in every respect. ’’ 


i 4 ° e 
As near perfect in mechanism and appearance as any 
automobile can be.’’ 
7 4 . e 
A hich class car in reach of all.” 
> 


‘‘Like a six cylinder car in the $1500 class. ’ 


“The Willys-Overland will have to increase production on 
this car. ”’ 


‘At first sight was impressed with fineness of finish, trim- 
ness and symmetry. ’’ 


4 ° e 
It is a revolutionary car. 


“‘Ought to sell better than any other car on the market.’’ 


gy v y 


Write today. Willys-Overland, Inc., Toledo, Ohio. 
Willys-Overland Sales Co. Ltd., Toronto, Canada. 

















Americas New-Type Light Car 
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Arrow Head long ago contribu- 
ted that economical unit manu- 
facture of motor and compres- 
sors of pistons-assembled-with- 
pins. This specialized service 
has been gratifying to both our 
valued customers and ourselves. 


i tee LABRET 





~\ 


\— Dependable / 
“~~ Products 


Each genuine Arrow Head 
part is marked with an Ar- 
row Head. 


Arrow Head’s most complete 
and flexible up-to-date line as- 
sures quick service on the 3,500 
most-called-for fits and applica- 
tions, including practically “‘all 
motors, all years, all models.’ 
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Pistons ¢ Piston Pins 
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You Would if We Hadn’t! | 


If Arrow Head on its own iniative had not invested resources of men, 
material and money in bringing piston and pin manufacture to the 
highest standards— | 


All of you manufacturers of motors, automobiles, trucks, tractors, etc., 
could have done nothing more helpful to your own business than to 
organize a plant like Arrow Head—Piston and Pin Laboratory to the 
Industry—where motor maintenance troubles are dissected, where 
pistons and pins are brought increasingly nearer to scientific perfec- 
tion, where flexible manufacturing facilities are always available— 
for your production runs, overflow runs, service stocks and short runs 
on obsolescent numbers. 


It is only by serving so many manufacturers, both at the plant and in 
the maintenance field, that we have been able to gather a fund of infor- 
mation about pistons and pins not available elsewhere in its entirety; 
and only by concentrating and cooperating with the industry have we 
been able to carry piston manufacture and pin fit to their present point 
with economy and promptness. 











Arrow Head has cooperative headquarters for piston and pin information, 
whose resources are theirs at call. How may we serve you? 


ARROW HEAD STEEL PRODUCTS COMPANY 


MINNEAPOLIS, MINN. 
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It’s Moulded 
Rubber and Cord 


—and dependable service is built into every inch of a Gilmer 
Fan Belt. Its pliability and strength and endurance mean 
but just one thing—customer satisfaction that keeps selling 


your service to the car owners of your community, day in 
and day out. 













If you haven’t one already, ask your jobber about the 
Gilmer Display Cabinet —98% of all makes of cars can be 
served by the different fan belts it holds. With probably 
no other replacement unit could you take care of so much 
trade on so small an investment. It’s proved itself a money 
maker for thousands. Get one for yourself today. 


L. H. GILMER CO., Tacony, Philadelphia, Pa. 





ie ea 





eee 
Sis 


: 
sf 
‘3 : “et 2), 
Sather CF eee 
eae 


eet. 
ee 


eA 
% 


5% 

















6 











Late in July we made the first 
announcement of the little Marmon to 
the trade. In less than three months more 
than 1570 reputable distributors and 
dealers in all parts of the country, in- 


cluding some of the most powerful in the 






industry, have expressed the keenest 
interest in its sales possibilities. They 
recognize in the new Marmon two-car 
franchise a merchandising opportunity 
which has been approached only twice 


within recent years. (See next page.) 
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COMPANION TO THE LARGE MARMON 
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Sthe little MARMON 


the little Marmon delivers more power per cubic 





inch of piston displacement than has ever been known in a pas- 
senger car engine + the gas tank tells a tale of better than 
twenty miles per gallon -- in finish and appointments it em- 
bodies all that we, the English and the French have found out 
about good taste in twenty-five years + it is the first truly 
fine small car ever built in America—compact, powerful and 
exquisitely fashioned—Marmon designed and Marmon manu- 
factured -+- it is insured a vast ready-made market because 
it fills an evident need and is not in competition 


with any existing car. 





MARMON MOTOR CAR COMPANY 


Indianapolis, Indiana 


We are now making appointments 


with interested dealers to show and 


We are interested in seeing the demonstrate the car at the factory. 


Little Marmon in a private prior Also a most advanced and intensive 


showing at the factory. merchandising plan and advertising 


campaign will be outlined at the same 














Firm Name 

time. If you are interested, will you 
ee — please advise us now, either by letter 
By or by using the accompanying reser- 
City State vation form ? 
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The Tungar upholds the 
world-wide fame of General 


Electric for guality and ~ 


achievement. 


Write for the booklet that 
shows the profit possibilities 
of the Tungar. 


Merchandise Department 
General Electric Company 
Bridgeport, Connecticut 


MOTOR AGE 6p 








| Tungar 
Yalways: 


First because there’s a Tungar to fit every 
job—a four-battery Tungar, a ten-battery 
size, and a twenty-battery size. And sec- 
ond, because of the leadership of the Tun- 
gar—the original bulb charger. It is stur- 
dier in build—better in performance—low 
in first cost and in upkeep. 





The Tungar is safe for night charging, 
without an attendant. In many of the big- 
gest battery service stations of the country 
it works 24 hours a day, building up profits. 


Tas 


HEAVY DUTY 


















Tungar—a registered trademark—is found only 
on the genuine. Look for it on the name plate. 


GENERAL ELECTRIC 
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“Just part” said Mr. Wright 


When sending a photograph of the company’s store on Pros- 
pect Avenue, Cleveland, Mr. Walter F. Wright, the presi- 
dent, wrote: ““The photograph shows only the lower portion 
of our parts department. On the upper floor we have all the 
heavier parts such as axles.” 


Lyon Auto Parts Control Systems make store keeping easy 
for the Wright Company and the glass fronted Lyon Steel 
Counters give sales making display. Almost as fast as one 
would walk between the Lyon units he could tell just how 
stocks are running. 


To make sales rapidly, to serve customers quickly, to render 
stock keeping easy— those are the accomplishments of Lyon 
Auto Parts Control Systems. There is a Lyon Auto Parts 
Control for your business—the Lyon complete steel stor- 
age system for automotive parts and accessories. Write for 
complete information. 








Lyon Metallic Manufacturing Company 
Newark. NJ AURORA, ILL. en ne IN 








Leading Automotive Jobbers Sell 


LYON AUTO PARTS CONTROL 


COMPLETE STEEL STORAGE SYSTEMS FOR AUTOMOTIVE PARTS AND- ACCESSORIES 
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Offices 450 sq. ft. up SH MAN & & Ready April 1927 
Floors 20,000 sq. ft. WAK EF] ELD. INC Now renting from plans 


Renting & Managing Agent 
50 East 42nd Street New York City 
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Greatest year 


in Oakland 
History 


shared by holders 
of the 


Double-Profit 
Franchise 























September 16, 1926 








The 


MOTOR 





AGE 


73 








reater 





WINNING AND HOLDING GOOD WILL 


During the fiscal year which closed on 
July 31st, Oakland produced 104,513 cars 
—exceeded the 100,000-a-year mark for 
the first time—and completed the great- 
est year in Oakland history. 


More than three times the sales for the 
year preceding! A 100% gain over the 
greatest previous year! Such is tangible 
evidence of the merchandising and manu- 
facturing success that has won the un- 
grudging admiration of the automotive 
industry! 

Sharing that success, holders of the 
Double-Profit Franchise attained sales 
volume and net profits that also set a new 
mark in Oakland history. From city after 
city and county after county come reports 
of rapidly growing sales leadership and 
mounting profits on the part of Oakland- 
Pontiac dealers. And here is a point worthy 
of careful consideration: 


Of the dealers now comprising the Oak- 
land-Pontiac retailing organization, no 
less than 1,800 acquired the Double- 
Profit Franchise in the past twelve months! 
Those 1,800 men were attracted to the 


Oakland-Pontiac franchise because they 
saw the handwriting on the wall. 


They realized that each year the number 
of desirable motor car franchises is de- 
creasing. 

They sensed the vastness of the market 
for two quality Sixes, with acomplete line 
of body types, at a price range of $825 
to $1295. 

They grasped the vital significance of the 
liberal discounts, equitable dealing, gener- 
ous advertising cooperation and mer- 
chandising aid embodied in the Double- 
Profit Franchise. 


And they acted without delay! 


The expansion of the Oakland-Pontiac 
dealer organization is still being carried 
out in a consistent, constructive manner. 
New dealers are carefully being selected 
at points now without representation. 


We invite you to ask for further infor- 
mation—which will be laid before you by 
one of our field representatives now in 
your immediate locality. Please address 
Department C. 


OAKLAND MOTOR CAR COMPANY, PONTIAC, MICHIGAN 


CHIEF OF 








THE SIXES 


OAKLAND SIX 


PONTIAC SIX 
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f adopt this idea 
in your garage \\ ¢ 
— and it will | 
q 2) ch ly ay jor 
itself | 


























N YOUR garage or service station, how -“ 
many men are required to lift an auto- — 
mobile body clear of the chassis? If it 
takes more than one man, you should be 
interested in the ““C-M”’ Idea illustrated in 
the view above. 


| 3—-Complete protection to body finish. (Care- 
Before the ““C-M”’ Special Body Handling Hoist lessness excepted ) 


was installed in the service station of the Chas. 4——An appreciable saving in repair time. 
Lang & Bros. Co., Buick Agents of Chicago, the - “ ' ; 
following conditions existed: The ““C-M” Special Body Handling Hoist illus- 
. . trated above has a three point suspension and a 
|1—Six men, on the average required for the job. 12-foot lift. Conditions in your shop may require 
2——Personal injury a constant menace to the men. different treatment but remember this: ‘“C-M” 
3—Damage to body finish always a possibility. Ideas can be adapted to YOUR requirements with 
diceimmaiatiiiastemeiaan absolute assurance of results! 
” " Telephone the “‘C-M”’ Distributor in your terri- 
jae <M’ idea established the following con- tory or write The Chisholm-Moore Mfg. Co., 
1_O ; Cleveland, Ohio, or any of its Branches in New 
—One man only required for the job. York, Chicago, and Pittsburgh. Agencies located 
2—-Complete protection for this man. (Careless- in all principal territories are ready for prompt 
ness excepted ) service. 
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Day after day Gabriel 
ealers are doing a prof- 
itable business through 
the steady stream of 
sales sent to them by 


5,000,000 Gabriel users 


and Gabriel’s strong na- 











How Gabriels Work 


When your car hits a bump, 
the car springs compress, and 
the slack in the Gabriel belt 
is taken up by expansion of 
the coil spring ““B’’. Then as 
the rebound of the car spring 
commences, the 4/2 coils “A” 
(giving up to 180 sq. ins. of 
friction surface) immediately 
tighten and begin to create 
friction on the brass band be- 
tween them. This resistance 
increases gradually —return- 
ing the car springs to their 
normal position without a 
jerk or abrupt stop. The re- 
sult is that those in the car 
stay on the seats and are not 
bounced or jolted fromthem. 





tional advertising. 


EL 


The Gabriel Snubber Mfg. Co. 
1415 E. 40th St., Cleveland, Ohio 
Toronto, Canada 








Gabriel—and Only — — a Snubber 
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Two recent court decisions and a policy 


that vitally concern everyone who sells radio receivers 


FREED EISEMANN RADIO CORPORATION 


(Sole owner of Neutrodyne patents and trade-marks) 


1. Hazeltine Neutrodyne is_ protected by valid 
patents. 


2. Hazeltine Neutrodyne is cleared of infringe-. 


ment charges. 


NEVER before have two decisions been handed down 
by the Courts more important to radio distributors and 
dealers than these. 


The first decision was the result of a suit brought 
by the Hazeltine Corporation and the Independent 
Radio Manufacturers, Incorporated, against the Elec- 
tric Service Engineering Corporation. The latter com- 
pany is now liable for damages on all the infringing 
radio receivers it has sold. The distributors and deal- 
ers who handled these infringing radio receivers are 
also liable under the law. 


The second decision, which came as a result of a 
suit brought against a Neutrodyne distributor by the 
Radio Corporation of America, established the fact 
that the Hazeltine Neutrodyne Receivers do not in- 
fringe the Hartley and Rice patents owned by the 
American Telephone and Telegraph Company and the 
General Electric Company. 


Although this suit was brought against a Neutrodyne 
distributor, the distributor’s liability was fully assumed 
and successfully defended by the Independent Radio 
Manufacturers, Incorporated, the exclusive licensee, 
under the Hazeltine patents. 


What these decisions mean 


First of all, that distributors and dealers can buy and 
sell licensed Neutrodyne receivers with the absolute 
assurance that they are upon safe ground. 


It also proves conclusively that there is something 
stronger than words back of the oft-stated policy of 
the Independent Radio Manufacturers, Incorporated, 


and the Hazeltine Corporation, to protect those who 
distribute and sell Neutrodyne receivers against any 
patent infringement liability. 


How about your own policy? 


The Courts have recently ruled that Tuned Radio 
Frequency Receivers with adjustable means to usefully 
control regeneration and prevent oscillation, infringe 
the Armstrong patents. Are you sure that the T. R. F. 
sets you sell are clear of this liability? If you are in 
doubt about it, consult competent legal authority. 


The decisions involving the Hazeltine inventions 
mean that receivers employing neutralizing schemes 
may infringe the Hazeltine Neutrodyne patents. Are 
you sure the “self-balanced” or self-neutralized” sets 
you sell are clear of this liability? Jf in doubt, consult 
competent legal authority. 


Remember that liability does not stop with the manu- 
facturers of infringing radio receivers, but extends also 
to distributors, jobbers, retail dealers and even to con- 
sumers, having infringing sets in their possession. 


Play safe with Neutrodyne 


The best method and the one most widely adopted by 
careful distributors and dealers is to play safe with 
Neutrodyne. 


The law has given the Hazeltine Corporation and 
the Independent Radio Manufacturers, Incorporated, 
powerful weapons for offense and defense. These two 
companies will defend distributors, jobbers and dealers 
authorized to handle and sell licensed Neutrodyne 
radio receivers against patent infringement prosecution, 
so far as those receivers are concerned. 


Make the Neutrodyne one of the leaders of your 
radio receiver business. It is a safe and a profitable 


Look for this trade-mark 
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It is your protection against patent infringement liability 


The following fourteen manufacturers are the only ones licensed to 


THE AMRAD CORPORATION 
Medford Hillside, Mass. 


F. A. D. ANDREA, Inc. 
New York City 


GAROD CORPORATION 
Belleville, N. J. 


GILFILLAN RADIO CORPORATION 
Los Angeles, Cal. 


CARLOYD ELECTRIC & RADIO COMPANY HOWARD MANUFACTURING CO., Inc. 


MANUFACTURING COMPANY 
Rochester, N. Y. 


Jersey City, N. J. 


Newark, N. J. Chicago, Ill. 
EAGLE RADIO COMPANY KING HINNERS RADIO COMPANY, Inc. WARE RADIO CORPORATION 
Newark, N. J. Buffalo, N. Y. New York City 


Brooklyn, N. Y. 


HAZELTINE CORPORATION 


WM. J. MURDOCK CO. 
Chelsea, Mass. 


Cleveland, Ohio 


INDEPENDENT RADIO MANUFACTURERS, Incorporated 


(Exclusive licensee of Hazeltine Corporation) 


manufacture Neutrodyne apparatus: 
STROMBERG CARLSON TELEPHONE 


R. E. THOMPSON MANUFACTURING CO. 


THE WORKRITE MANUFACTURING CO. 
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Mallory Coil Wins 
Pike’s Peak Clim 


Glen Schulz Wins with 


Stutz Equipped with 
Mallory Coil — 








Tests Show 
It Best Coil 
Obtainable 


After testing different coils for the famous 
Pikes Peak race Glen Schultz found that the 
Mallory Coil caused the engine to develop more 
power. 


SC —— 


= 








~ 


The choice was made entirely without solici- 
tation from the Mallory factory—in fact, with- 
out their knowledge—solely on the basis of 
his own tests. 





And the coil used was a regular stock coil, 
purchased thru the regular channels — exactly 
the same coil that is available for every car 
owner who wants the coil that will give his 
engine more power, more pep, and easier 
starting. 














Ask your jobber for the Mallory 
Coil—one coil for all cars. If he can’t 
supply you write us. 








The Mallory Electric Corp. 
Toledo, Ohio 
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A FIRM Of Columbus, Ohio, commission mer- 
chants purchases from growers over a wide 
area and distributes all the way to the Atlantic. 
All buying is done from Columbus; all ship- 
ments are consigned to that point. As the 
Cars are started, Columbus is informed of the 
car numbers, weight, size, class and price of 
the fruit. Then, from Columbus, by long 


distance calls, the products are sold in the various market 
cities—and the cars diverted and re-routed, also by telephone! 


AT TIMES 30 Carloads of melons will 
leave Colorado or California for the East — 
and be sold and re-routed by telephone 
while rolling. Thousands of businesses are 
finding that the telephone brings a develop- 
ment that would be impossible by any other 
means. Territories are covered that the 
salesmen, traveling in person, could not 
reach. Buying and selling costs are kept low 
that otherwise would become prohibitive. 
A degree of speed is reached in selling and 
distribution that otherwise would be un- 
attainable. Wherever it is desirable to 
increase business activity and lessen the 
cost, there long distance calls have a place. 

Is there a possibility that the telephone 
might be used still more effectively in your 
business? Have you lately taken stock of 


the value to your business of a communt- 
Cation system that embraces 17,000,000 
telephones and reaches 70,000 towns? How 
many expensive trips each month might be 
saved? How much valuable time out of 
the office might be saved by occasional 
minutes over the long distance lines? Who 
is there important enough to see who can- 
not be reached by Long Distance? 

Ask our Commercial Department in your 
city to help you take an inventory of the 
vatious ways Long Distance can develop 
your business. Such a study and report 
will gladly be made free. And why not 
make, now, that call that may pay for 
itself many times over? Distance is no 
obstacle. Tell us whom you would like to 
talk with, now. ...... Number, please? 


BELL LONG DISTANCE SERVICE 
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~\ Glass for the 
. Automobile 






You Can Make Money—and Friends— 


; “Se ~~ with Thoma’s Replacement Glass Service 


T is a service required by your customers more often than any 





- other single replacement service. Naturally they look to you 
0 for that service, just as they do for other replacements; why 
7 shouldn’t they? 

And what wonderful service you can give them with Thoma Re- 
dC placement Glass! All standardized for you so that a minimum 
yf stock will take care of 90% of your needs. Every light cut to 

| factory specifications for an absolute fit. New glass in the car 
a within 30 minutes or less, at reasonable cost; customers happy; 
10 a double profit for you in the sale of the glass and the labor. 
- . 
Duplicate Replacement Glass 
ut for All Cars 
1 Thoma “Blue Seal” Replacement Glass is cut and finished to factory 
yp specifications. Every light is an exact duplication of the original factory 
part, is easily installed and is guaranteed to fit. 
rt Thoma Service covers all makes of cars, and includes both old and new 
models. Prompt shipment regardless of the size of your order. Nowhere 
ot else can you get this complete service for all makes and models. 
or There’s a service price list available for the particular make or makes of 
cars you service. A word from you will bring it by return mail, with 
10 complete information. Write. 
to Manufactured Exclusively by 
9 
JC. Furnished FREE ! 


This All Steel Glass Rack 


Holds complete service stock 
of glass replacement parts. All 


steel, attractively finished—sup- Glass we the NIN 
plied free of charge under spe- 


iad Geaben"e plan. Write for de- FAIRFIELD . IOWA 
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Here’s Why You 
Lose Money on 
HAND Washing 





Stooping 
Reaching 
Rubbing 
Scrubbing 





It All Takes Time 


and Time is Money 
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Curtis 





CAR WASH SYSTEM 


CAR wESTCO WATER AMPLIFIER) 





Here’s 
How to 
Make 






Car 
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Car-washing by hand is as out of date as shoe-making by 
hand. There is no money in hand work! Labor cost eats up 


the profit. 


When you can do a hand job better and faster by 


machinery, then you begin to make big profits! The pictures 
show you some of the time-consuming labor you reduce to the 


minimum with a Curtis “AIR MIST” Car Wash System. 


“AIR MIST” washes cars, buses 
and trucks faster — washes them 
cleaner. Does not harm the finest 
finish. A soft, penetrating, cleans- 
ing mist soaks the caked mud 
and sloughs it off rapidly, gently. 
In addition, this system furnishes 


Curtis Pneumatic Mchy. Co. 
1957 Kienlen Av., St. Louis, Mo. 


air for tire inflation, spray paint- 
ing, spray polishing, engine clean- 
ing and many other uses. You 
can save money and make money 
with Curtis “AIR MIST.” Our 
C 6A Bulletin tells you how 
and why. 









Money on 


W ashing 





CURTIS Pneumatic Machinery Co. 
1957 Kienlen Ave., ST. LOUIS, MO. 
518 U Hudson Terminal, New York Cjty 


free “AIR MIST” catalogue. 





Name City 


Please send me, without obligation, your new 











Address......-- 
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WINTER SALES and PROFITS 
—Now Ready for You! 











Your sales and profits need not drop off with 
lowering temperatures. A big winter business 
awaits aggressive dealers who handle Francis- 
cos—the complete line of auto heaters for 
every make and model of standard car. 


Here is the heater that not only Heats, Venti- 
lates and Increases Motor Efficiency, but Sells 
—quickly—and stays sold. The Francisco 
| message will be told to millions of car owners | 
through The Saturday Evening Post and The 
Country Gentleman. Line up with this adver- 
tising by stocking Francisco Auto Heaters— 
and you'll earn a liberal share of the profits that 
are bound to come. 



































Write your jobber at once for a stock of 
Franciscos. If he cannot supply you, write di- 
rect to us. Your order will be promptly filled 
through him. Order today. 














The Francisco Auto Heater Co. 


Cleveland and Essex Avenues 


Columbus Ohio 
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FRANCISCO 


Auto Heaters 
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“Co )hat happens 
after you buy equipment 






Ad 





PRA RRR REAPS 
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Only after you have bought equipment do you 
really get to know the kind of company that 
built it. If the company maintains its identity 
with the product—sees that you have every 
labor Saving use from it long after its pur- 
chase, you think of that manufacturer as a 
friend, as well. 


i 


When you buy a piece of General Equipment, 
your name—and not merely the jobber’s—ap- 
pears on our active list. From that moment, 
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stant helpfulness, of profit building advice, of 
hearty co-operation that thus far has never 
been offered the dealer. 


"1 


There has been a good deal of conversation 
and an infinite amount of advertising devoted 
to “the live dealer.” 


PRERRAAAR AR ALA 





It is our view that the time is right for equip- 
ment makers to prove the advent of another 
factor—‘“the live manufacturer”. Will you 
have the proof? 


GENERAL EQUIPMENT | 


GENERAL EQUIPMENT CORPORATION “Mein Office and factories: KALAMAZ00. MICHIGAN 


General Equipment Products are sold exclusively through 
reliable jobbers that you may benefit by immediate delivery 
and intimate assistance which only your jobber can give. 


PRA RARA RAR ALARA AIDA 











-ADV..PICARD-SOHN, INC., N. ¥. 
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“Don’t waste time with 
those old style bolts. 
Here’s one you can’t 
strip.”’ 
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L=0 JOS2PH ROCHE—£S 


No Bolting Troubles <= 
In This Shop GI 0 See 


HE delays and mishaps that arise from 
‘| stripped and inaccurate threads are un- 
known tousersof Empire New Process bolts. 
Their gauge-like fit and tremendous 
strength are a source of joy to shopmen 
who have lost time and temper with old 
type bolts. 


Test them yourself. Samples will be gladly 
sent. Just state size and style desired. 


Big hand lettered labels 
on Empire display car- 
tons tell size and style 
at a glance. 














RUSSEL L&WARD 
© BOLT& NUT COMPANY © 


PORT CHESTER.NLY. 


Branch Office: Branch Office : F cvonn Strimple & Gillette’ Maydwell & Hartzell, Inc. 
Straus Building General Motors Bldg. 169 Jackson Street 158-168 Eleventh Street 
CHICAGO DETROIT ~ ROCK FAL! FALLS, Ills. SEATTLE SAN FRANCISCO 
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Why not sell kan Belt Mileage? 














At the left is the Farran-oid Dual-flex At the r ight is the Herringbone Flat End- 





Molded ‘‘V’’ Type Belt. It is built about an less Belt. Four plies of specially woven tape, 

endless, stretch-proof core. The groove in the impregnated with a special Farran-oid Rubber 

top allows the belt to completely fill the pulleys Compound. Woven loosely in the center and 

giving complete contact and a sure grip on the tightly onthe edges to allowittoconform to the 

sides, thereby insuring full power. pulley’s contour. It won’t slip—won’t stretch. ¥ 
The expression “tire mileage’ is known to every car- a 


owner. Why not sell him fan belt mileage as well? Make 
him think in terms of the extra long distance his car will 
run without fan belt trouble IF he equip with a Farran- 
oid Fan Belt. There is big business in not only Farran-oid 
Fan Belts but also the whole Farran-oid line. We base 
our success squarely on the extra fine Quality built into 
every item. A real trade builder for the dealer. 


THE FARRAN-OID COMPANY, AKRON, OHIO 


Farran-oid. 


“Products 


Fan Belts Radiator Hose Tire Flaps Garage Air Hose Ford Floor Mats 
Car Washing Hose Tube Patch Outfits Blow-Out Patches Universal Tire Plasters 




















LIDING upon unruffled surfaces, speeding 
with the rush of swift, smooth waters—what 
ascination there 1s 1n silent effortless motion! 


To glide silently along behind a quiet, perfectly 
timed motor 1s the supreme sensation of luxurious 
motoring. Above all else, perfect timing is the 
secret of silence and motor durability. Celoron 
Silent Timing Gears preserve that perfect timing 
which ensures a silent, unending flow of effort- 
less power. 
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Progressive Service Men Know That _ | wiess:nessasicentennit | 


tory. Let us show you” how 
CELORON Silent Timing Gears eoren anulactured 
Build Business Through Customer 


Satisfaction 





Celoron Timing Gears 
Have These Distinct 
Advantages 


Owner good will—the most valuable asset of the service 
station and repair shop owner—is assured by the uni- 
formly dependable performance of Celoron Timing Gears. 


1—Non-metallic; eliminate 
metal-to-metal contact 


That is why the preference for Celoron Timing Gears has 
grown so steadily —why the noisy motor front-ends that 
have already been hushed with Celoron Gears now num- pais ame aeee eel 
ber in the millions—why repair shops everywhere are come the Wee af oe: 
now prepared to silence other millions. 


2—-Silent at all speeds 





3—Stay silent permanently 


tion and shock 


5—Prolong the life of shaft 
bearings 


This is but one of many distinct advantages that commend 


6—Accurately cut, they keep 


% ee . : timing accurat 
Celoron Timing Gears to the service man. Of unvarying a oe 

° ° ° ° 7—Maintain gas and oil econ- 
accuracy, they save him valuable installation time and_ omy 
labor. Always available through N. A. P. A. jobbers and 8—Prevent tear-downs 
distributors everywhere, they save him delivery worries. pr rr: 


10—-Will not warp nor swell 


Diamond State Fibre Company 


BripGEPORT, PENNSYLVANIA CuicaGco, ILLINOIS 
Paris, FRANCE Lonpon, ENGLAND 


Diamond State Fibre Co. of Canada, Ltd., Toronto, Canada 


<...ee e 
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Working at left side 








OS liding -head Press 








y 4 Working at right side 
| Bed Lifting 
Attachmen 
ttac ent The MAYO is built by mechanics for me- 
whee Working at cen chanics. It gives maximum power with 
, ing at center 


minimum effort, and is priced to make it 
a profitable investment for your shop. 





The raising attachment per- 


mits raising and lowering of 


the bed with minimum effort. 
All the many positions are 
available for every day, prac- 
tical use. 


Capacity 40 tons 
Price $100.00 


(without attachments—east 
of the Rocky Mountains) 






Exclusive features which make the MAYO 


Sliding-head Press best for your shop 


—the Sliding Head 


The head of the Mayo 40-ton press slides easily to 
any point desired from the extreme right to the ex- 
treme left—and works perfectly in any position. 
The width of the bed is your working space. This 








exclusive Mayo feature means you can straighten 
wheels, align crankshafts, and handle any off-center 
jobs, without rearranging the work. This is a great 
improvement over the fixed heads of other presses 


which limit the bed capacity to half the bed width. 
—the Adjustable Bed 


One man can easily set the bed at any height required 
by means of a simple crank and ratchet attachment 
(furnished at extra cost). The higher bed of the Mayo 
makes it easier for the operator, puts him closer to 
the work, and because the bed takes the full load of 
the press, makes it possible for him to put the heavi- 
est work in the easiest position to handle. 








A turn of the handle brings 
the bed to the most conven- 








od yy ye —the vertical Hand Wheel 
hoisti d bolting it. , 

\ a 7 The hand wheel and ratchet which apply the pres- 
= - « sure operate in a vertical plane. This is the natural 








Straightening Attachment 


ens 


The straightening attachment combines to advan- 
tage the straightening blocks and rollers used in 
aligning a crankshaft. The blocks hold the crank- 
shafe under the pressure—the rollers are used in con- 
junction with a gauge for testing the alignment. Price, 
sold separate $10.00. 





way for a man to exert the most pressure with the 
least effort. In addition to this, the vértical wheelis 
placed higher—out of the line of vision—making it 
easy to get at the work. 


Worm and Gear Drive 


The pull on the hand wheel is transmitted to the 
screw through a malleable worm and a steel gear. 
Each 1 pound pull on the wheel becomes 400 pounds 
of pressure when it reaches the work. Yet, because 
of the freedom from friction in worm and gear con- 
struction, the normal speed of the screw working 
free is 6 inches per minute. 


—the full-cut Screw 


Where other presses have a slotted and keyed screw, 
weakened to begin with, and with the edges of the 
keyway burred over the threads, the Mayo 4o-ton 
Press has a full cut screw—no slots or keyways in 
the threads. Aside from the fact that this construc- 
tion insures easy operation throughout the life of the 
Press, it permits the starting of hard jobs by a sledge 
hammer blow on the bottom of the bed—treatment 
under which the Mayo alone will stand up. 


Write us for your Jobber’s name 


GARAGE 


MAY O EQUIPMENT 


Nationally Distributed by DAVID LUPTON’S SONS COMPANY 
2631 Woodward Avenue, Detroit. Sold through jobbers 
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“EXPERIENCE” 


HEN you go to an insurance man with 
an unusual risk that you want covered 
you are generally told, “Ill look up our 
experience on that and let you know 
what we can do.” He then gets in 
touch with a central bureau where his 
own and perhaps other companies pool 
their information on such risks, and he 
finds out just how such cases have 
worked out in the: past. With the 
facts in hand he is then prepared to 
handle the situation intelligently. 





HAFER 


elf-eAligning” 


ROLLER BEARING 


PATENTED One of the reasons MOTOR AGE 


‘ is published is to do the same thing for 
Good Service 


the automobile dealer that the central 

bureau does for the insurance man. It 

“We are pleased to advise that is to make available the experience of 

we have received practically - trade—to —_ oa how other pre 
. ave met problems like your own, an 

100% a from the —_ how their methods have worked out. 





of Shafer Bearings. We carry 
a very small stock due to the 


Fortunately, there is an ample body 


fact that we rarely ever have of “experience” to be found in the 
an occasion to replace one.” ) automotive field. The only problem is 
that of placing it in the hands of the 

—Hoppe Motors, Inc., average dealer, and that is what 

yrs rm tor] MOTOR AGE is doing. Each week 

we present one or more articles show- 

ey ing just how some particular dealer met 

qn West Grand Avenue and overcame a typical situation and 


CHICAGO, ILL in our “Clearing House” is to be found 


the information given men who ap- 
proached us with particular problems 
of which they wanted to get the ex- 
perience of others. 


You, too, can keep in touch with the 
experience of your trade by reading 
MOTOR AGE carefully each week. 
And when you need help in meeting 
some particular problem, don’t hesitate 
to call on us. 

















6 September 16, 1926 


An Air Compressor—like the roof of a build- 
ing—is something you want to buy and forget 
about. 

With the exception of a little lubrication now 
and then, and maybe a worn part or two, Quincy 
Compressors require very little attention. 

Such service is possible only because Quincy 


MOTOR AGE 


Life-Long Service 


Compressors are built right in our own factories by 
Quincy Engineers, from the highest grade mate- 
rials obtainable. Before you select whatever type 
of compressor you need, investigate the merits of 
Quincy Compressors. Our prices are right in line 
with any make. Our service is equalled by few. 


Write for complete information to 219 Main St. 


(quincy CoMPREssor Co. 


Illinois 


Formerly Wall on & Compressor Co. 


a 
| Model G-16 


‘Quincy Silent Air Master 
Garages and Service Stations 








Model “W” 


Complete Automatic Unit, Air 
or Water Cooled in 3 sizes. 
Pneumatic Tools, Sand _ Blast- 
ing, Ete. Super-Service 
Stations, Large Garages 
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Protects gears by providing a dura- 
ble graphite film that reduces friction 
and wear. 


Dixon's 677 clings to gear teeth and 
eases gear shifting as it is not affected 
by heat or cold. 


Recommend Dixon's 677 and as- 


sure your customers of freedom from 
lubrication worries. 


Write for our dealer 
proposition No. 82-G. 


Joseph Dixon Crucible Company 
Jersey City, N. J. Established 1827 




















Announcing 


Delta-Levolier 


Dimming Switch 


| prone DIMMING a joy. Mounts on spoke of 
steering wheel near rim. No need to move 
either hand from wheel. Change brights to dims 
with a flip of the thumb. Dims headlights and turns 
on roadlight—or any combination you want—in 
the same flip. Fascinating to operate; put one in 
the hands of a motorist and you’ve made a sale. 
Drivers who use it consider 
it the handiest accessory 
they haveontheir cars. Fool 
proof. Reliable. Won’t rat- 
tle. Fully guaranteed. An 
exclusive Delta product. 
Write for full particulars. 
DELTA ELECTRIC 


COMPANY 
903 Delta Blk., Marion, Ind. 


Delta- 
Levolier 
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DeLuxe Senior 
With Onyx Balls 


$8.50 
Junior Size 


KEYSTONE 
EAGLE 
$6.00 
EAGLET 
$4.00 


TT KEYSTONE Senior at $4.50 and 

the Junior Size at $3.50 are also pop- 
ular members of the KEYSTONE Family. 
KEYSTONE Extension Levers (only), 
$1.00; Onyx Ball, (only) $2.00. 


Hundreds of Dealers are paying their 
rent with this quick selling Line. If your 
jobber can’t supply you write us direct 
for discounts. 


THE NORLIPP COMPANY, 568 W. Congress St., Chicago 


EYSTONE 


OCKING 
















h 2ADIATOR CAPS 




















Reamers for 
Front Axle Work 


—such as reaming king pin bushings and tie rod bolt bushings. 
Also special end mill for facing Ford steering spindle bushings. 
For more than 20 years Alvord-Polk Tools have been saving 
time in auto repair shops everywhere. Designed especially for 
repair shop jobs. 


The Alvord-Polk Size Chart shows at a 
glance the exact reamer to use for piston 
pin bushings, connecting rod bushings, 
tie rod bushings, steering knuckle bush- 
ings, valve seats and valve stem guides— 
by make, model and year of car. You , 
can forget fractional sizes. Cut out 43 
guessing. Our 64-page catalog, along 
with name of nearest Alvord-Polk job- 
ber,, free to all. 


ALVORD-POLK TOOL CO. 
Millersburg, Pa. 


ALVORD - POLK 
Cc ‘Tools for Kepair Shops ee 






































here’s always - 
something new just 


at hand for the - 


regular reader of 
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STER est the Corl ~ 
bS ngS OLDER I =a 


Simple, Safeand Sure 
Requires Only Heat 





KESTER Acid CoreSOLDER 


eral soldering and heavier electrical work. 
rot Fluxing— "Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in a me runs about 30 feet 


und. Packed on 1, 5 O pound spools. 
Special gauges also available. 


No Need to Take Coils Off Cars to 
Test Them! 


When you suspect a coil, test it before the 
motorist’s eyes—right ON his car. Show him 
the readings on the Jefferson No. 25 Tester 
(for 6 and 12 volt coils). Prove he needs a 
new coil and sell him a Jefferson on the spot. 
| Primary or secondary trouble, open circuits, 
‘ shorts, condenser defects, etc., are instantly 
K t detected. Complete (with 6 flexible cables 
a hold Solder are with -—- V apaemaes only $8 net. 
| ouseno 10 net west o ocktes. 

Here is the small package of Acid Core Solder. So sim- $ f 

ple anybody can use it. Ten cans about 1/4 pound 


——eEeEeEeEeOEEoee Use This Portable Tester—Sell 
ae . Et More Jeftersons 
as Replacements 


you KNOW the importance of fat, hot, ry 
sparks at both low and high speeds—as well as for 
easy starting, fast pick-up and power. You know that 
many cars need new coils—to give such sparks. 


Convince these motorists—sell them new Jefferson 
Coils—by using the Jefferson No. 25 Portable Tester to 
“show up” the weakness of their present coils. Seeing 
is believing—and showing them is selling them! Go 
ve — =“ A a ka png power — 
high netal urabihty of Jefferson Coils makes them unsurpassed. 
about 5/23 fae} te oe, ae ae ; | Popularly priced—and more profitable for you to in- 
—_, = < Se nde 7 tne neopets ite| stall! More Jeffersons are being sold than all other 
c ' in > po P , also Se replacement coils put together. Practically every lead- 
available. a ing jobber handles Jeffersons. Investigate why! 


efferson 
Cin Coils 














Kester Rosin Core Solder 


delicate electrical and radio work. Contains 
eaves Sam metals and rosin flux. Standard size 


Sy — 
Kester Radio Solder 


(Rosin Core) 


Safe, Sure and Simple —approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 


GENUINE SOLDER 





CHICAGO SOLDER COMPANY 
4203 Wrightwood Avenue, Chicago, U.S.A. 


@—_—© 
Originators and world’s largest 
manufacturers of Self F luxing Solder 


Your Jobber Can Supply You 





Guaranteed by the pioneers and leaders in the 

replacement coil field. 
NEW LOW LIST PRICES: No. 5 Jefferson Uni- 
versal Coil Assortment includes E-900 Coil, four 
interchangeable brackets and a 12-volt resistance 
unit, list $7.00. R-300—$5.00 list, all others, $6.00 
list. E-900 coil only, list $6.00. Brackets, each 25¢ 
list. _ 12-volt resistance units, each 25c¢ list. Ask 
your jobber for net prices. You'll find them attrac- 
tive and profitable. 

Free! 

Write for the handsome 16 in. x 22% in. Jefferson 
Wali Chart for 1926 and particulars of the new 
Jefferson Service-Stock Agreement which enables « 
dealer to average 50 per cent profit on all Jefferson 
Coils at their new low retail prices. 


540 SO. GREEN ST. CHICAGO, ILL.U.S.A 
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— z 
Noisy 
Points 
of 
Contact 
in Rocker 
Arms 


Quieted with — mh 


| DUNN VALVE SILENCERS 


For all Chevrolet Engines. Censist of 8 fibre discs for 
valve stems and 8 fibre sockets for push rods. Allow 
perfect valve adjustment. Stop noise. Installed in a 
- few minutes. Sold by most dealers. Set packed in 
carton $2.50. Liberal trade discounts. 

Dept. M 


Dunn Manufacturing Co., Clarmda, Iowa, U. S. A. 





























‘Toot Sweet 


TRADE MARK 


Satishes the Demand for a New Sound in 
Warning Signals 








Car owners want new sounding warning signals. Thousands of them 
are adding an extra one besides the regular standard equipment. 
TOOT SWEET is a leader among beautiful sounding signals. Its 

4 tones make it musical, but it is clear and commanding as well. 
Operates from the exhaust, without cost to owners. 

Liberal profits are available on sale and installation of TOOT 
WEET. Ask us for complete details. 


ILLINOIS BRASS MFG. CO. 
Chicago, Illinois 

















Our Specialty 


Years of experience in mak- 
ing automobile Bearings have 
qualified us to produce a Bear- 
ing of superior dependability. 





Bearings Company of America 


Detroit Office 
Lancaster, Pa. 1012 Ford Bldg. 

















There Simply Isn’t Any Better Flux 
: Made Than Rubyfluid! 


A complete substitute for dangerous acids, 
Zinc Chloride, Salammoniac and other mix- 
tures commonly used as a flux. Ruby 
Fluid is quick acting, anti-rusting and is 
always ready for instant use. Ruby users 
include the foremost industries of the coun- 
try. 










Send for generous Free Sample 





COMBINATION 
SOLDERING AND TINNING FLUX 


THE RUBY CHEMICAL CO. 
68-70 McDowell Street Columbus, Ohio 























Bay SMOOTH-KUT =xransion 


(TRADE NAME REGISTERED) 
With FULL spiral flutes that shear metal clean. 





They cut a 
round, smooth 
hole, without 
chatter—keep an 
edge longer and 
are reground by 
us at cost. 


Patented 
April 7, 1925. 
Avoid inferior 
imitations. 





Order through 
Jobber. 





Millersburg Reamer & Tool Co., Millersburg, Pa. 





























CANTON 


Portable Crane and Hoist 


Is Now Equipped with Safety Friction 
Load Brake 


The purpose of the Canton Portable Crane 
and Hoist, equipped as it now is with 
the new Safety Friction Load Brake, is to 
make even more money for service and 
repair shop men, than ever before, 
The Service Friction Load Brake holds 
the load at any point, and makes it im- 
possible for the load to get away from the 
operator. On all new models and for all 
models already in use. 
Write for a copy of the illustrated booklet 
A., and additional literature describing 
the outfit. It will show you the way to 
better profits. 


The Canton Foundry & Machine Co. 
Canton, Ohio 
New York Office—303 East 15th §treet 

















The most successful 
merchandisers keep 
at it every week - - 
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"KS Telegage 


A gasoline gauge on the Dash. Note our half 
page advertisement in this week’s issue Satur- 
day Evening Post. Write for description and 
proposition to the trade. 


A hs 
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o 


KING-SEELEY CORPORATION 
298 Second Street, Ann Arbor, Mich. 


Chicago Branch, 2450 Michigan Boulevard 
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Easy Valve Action 










Big volume per stroke 
—Easy valve action— 
Backed by a 5-year guar- 
antee. 


No wonder it has lead 
all others in sales for ten 
years. 


FRANK ROSE MFG. CO. 
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A Sensation. 
—the Stop-Light that Flashes 


T= new Delta-Bojac Flasher Stop-Light. A startling sig- 
nal that stabs the darkness 50 to 150 times a minute. 
Increases effectiveness at least 300% by sending out pen- 
etrating flashes instead of steady glow. Basically right— 
incorporating principle of most highly developed warn- 
ing signals — like flasher lights at R. R. crossings. Its ac- 
tion creates talk everywhere — resulting in universal sales. 
Positive warning. 7 guaranteed. Unusual and highly 
Delta Flasher distinctive dome glass 
Stop-Light lens. Ask your distribut- 
Furnished Complete m OF WENS WS, for full 
wit information and details 
rae of novel mechanism. 


Pedal Switch, etc. 
DELTA ELECTRIC 


COMPANY 
903 Delta Block, Marion, Ind. 


$5.50 List comPLete 


pannel’ 3 flash- 
Canada $8. 00 mechanism 
pedal switch and . ight with all 
parts to install including wire. Mod- 
el 151, Amber Lens; Model 152, Red; 
Model 153, Green. 


Flashing Mechanism only, with 
which to convert ANY conventiona} 


FLASHINGstop $3.50 List 


i ght, Model Canada $5.00 


Delta- 
Bojac 






















More than 
a Match for 
Toughest 
Pulling Jobs 


These pullers make the tough- 
est, hard-to-get-at jobs easy. 
Wheels, gears, and bearings 
come off QUICK when Grebs 


clamp their jaws upon them. 


Greb Pullers have been stand- 
ard for 10 years. Two or 
three jaw types. Grip is posi- 
tive—can't unhook. Also 
shock-type “‘pullers.”” 































Don't go ahead elsewhere 
without getting Greb prices. 
Dozens of models to choose 
from. 


Ask your jobber about Greb 
Pullers. If he doesn't have 
them, ask us. Send for 
catalog. 


The Greb Co., Inc. 
305 Canton St. Stoughton, Mass. 































Owners claim 
that when 
“Speed-Spra” goes to 
work car _ washing 
time is cut in half, labor is reduced, less 
water and washing solution is used. We 
claim that any wash rack, garage or fleet owner, car 
dealer or auto painter can quickly pay for “Speed- 
Spra” out of increased profits alone. Even if you are not 
ready to buy “Speed-Spra” we want you to know how it 
works, what it does, how much it costs. Write for illus- 
trated bulletins, price and 
name of nearest jobber. 


“Speed-Spra” speeds up car 
washing with its 300 pound 
atomized adjustable spray. 


This 1 gun 2 man model is 
only one size in the com- 
plete “Speed-Spra” line. 


Hayes Pump & 
Planter Co. 


819 Sixth St. Dept. 19 
Galva, Ill. 


Makers of the Original Spray 
Mechanical Auto Washer. 
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American Hammered Piston Ring Company 
Baltimore, Maryland 














GATES VULCO 


Fan Belts and Radiator Hose 


Made By 
The World’s Largest Makers of Fan Belts 














SPEE-DEE CLEANS UP@_ 
for Dealers 


Results in quick stock turn-over, with small invest- 
ment and liberal profits. Without water it removes 
stains, etc., from hands, cloths, upholstery, 
paint or enamel. Indispensable in shops, service sta- 
tions _ car kits. List 35c. & 
Write for A aM detalis. 


States Chemical Company 
703 W. Fulton St. Chicago, it. __ 









































Write for the Book 
AIR PROFITS’ 











The tire with the Gum Weld Cushion has 
become the most favorably talked about 
heavy-duty tire in America. 


So it pays to be an INDIA dealer. 


| 


INDIA TIRE & RUBBER CO., 





AKRON, OHIO 




















a 


Transmissions cL Trucks, Busses 
| and Clutches Passenger Cars 
| 
| 











QUICK SERVICE ON COMPLETE UNITS OR PARTS 


BrRownwLIPE GEAR Co. 


SYRACUSE, N. ¥. 
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More 
Power 
Less 
Fuel 
Zenith - Detroit Corporation, Detroit, Mich. 











Joi (Ms TY of 


bereaa si aw C; 2 gt BOS Hi 
y Dis 


ap ft. "De aier 


a Se nin Se 


“ROBERT BOSCH M., Ne SNE TO CO.. Ine. 
109 West 64th Street New York, N. Y. 
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Let us 
send our 
profit- 
boosting 
plan. 
It’s Free. 














FOLDED AND STITCHED 
HYDRAULIC COMPRESSED 









































WEED BUMPERS 
and Fender guards 
for all cars including Ford, Chevrolet, Overland, Star and Gray 


























UNITED STATES | 
Portable Electric 


Portable Elec¢rie 
DRILLS Drills in the 
World. 


Built by the old- 


est maker: of 


























——— THE UNITED STATES ELECTRICAL TOOL CO. 
IL ask for Cincinnati, Ohio, U. S. A. 
The Motor Necessity That ... Made Good 
Backed by Seven Years’ 'S isfactory Service 
THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


“OIL CONTROL” PISTON RINGS 
Sold most everywhere. If your dealer cannot supply you write us. 














_— 





The Better Gasoline Purifier Works on the SEPA- 
RATOR principle. 

Built on an ANGLE—Clogproof. 

Purifies every drop < sommes 4 times—before it 


eers. 
» ang sold on a 30 day trial basis. Write for 
Protex- ~A-Mot -Motor Mig. Co. 


|] ROTEX-/: -MOTOR _ 


hes Ly-Se ven 
aRAe is 


AHLBERG BEARING COMPANY’ 


521 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS | 
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The SO-LO JACK 


$6.00 Retail 






POWERFUL—STURDY—EASY TO OPERATE 


A Bure Seller with your Trade Peer a 


SO-LO JACK CO., Inc. THE GILL MFG. CO., - 
108 Massachusetts Ava, Beston, Mass. 8300 Se. Chicago Ave., Chicago, Ill. 




















| — 


=~ WESTINGHOUSE AIR SPRINGS 


The finest known method of shock absorption 


WESTINGHOUSE AIR SPRING CO. 


Factory and Genera! Offices, New Haven, Conn. 


New York Boston Philadelphia Cleveland 
| Chicago Atlanta Los Angeles 
iA = 












































Here’s the Way THE “BAT” 
to Sell Tire Chains A _.... a = «tl for BREE 


Let the package they come in display them. 





_ passenger cars, trucks, tractors, marine Vw 
engines, aviation engines, stationary en- 


gines, etc. Simple, easy installation. 
Practical. Prices range as low as $7.50. Write for details. 


By making them easy to buy, you automat- 
oe. A make them oe: to sell. Dealers like the 


AEX 40 Balloon Bij WESCO carton. Wri 
. rth gee P. H. Webber Company 


ait Ww Ct stat Ww 
ss este Chain Co pany Racine Industrial Plant, Building Ne. 12. Racine, Wisconsin 
Chicago, U. S. A. Manufactured and _sold under license P. J. F. Batenburg, Racine, Wis. 


Kawneer | |LYCOMINGJhbins 


SLs copPes Fine Fours, Sixes and Eights-in-Line 


S T O R E F R O N T S LYCOMING MANUFACTURING COMPANY, Williamsport, Pa. 


pum sf So Se Sess Prt (ears Aheadsin: Moto Eficiency 
Beauty Ball 


For All Model Cars 




































































$3.50. Ask your e 
FAITH MFG. CO. 
2539-41 N. Ashland Avenue, 
Chicago, IT. 


FREDERICKS 
Rewinds 


New Rewind Profits — See an- 
































nouncement eve 4th week. — 

Writ San en - <i > a New models—better and ~ more beautiful than ever. 
M. Fredericks Co. + Lock THE EATON BUMPER & SPRING SERVICE COMPANY 

ek. Pa. Cleveland, Ohio 
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areproof 
AUTO MIRROR 














Write Your Own (fuaranmes e 























CLASSIFIED ADVERTISING 























PATENTS & PATENT ATTORNEYS PARTS 
on : CLASSIFIED ADVERTISING 
pene HOUSE OF A MILLION RATES 
Ex-Examiner U. S. Patent Office AU rO PARTS Ten cents a word is the rate for all 
Attorney-at-Law and Solicitor of Patents The largest stock of mew and used car and truck a ng and rye ony nm The Pen ~ 
7 on ae ‘ ane Al the world, We hare , ee $1 an_ insertion. “all capitals, _"s 
McGill Building, Washington, D. C. aay yA Am, — word; all capitals, leaded, 15c a word. 
Patent, Trade Mark and Gépyright Law DOUGLAS AUTO PARTS CO., INC. Payable in advance. 
Ss 2008-5-7-9 South Slate &.,. Chicago, DL 
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262 Sg. inches 
Heating Surface 


SNELL 
SUPER 
HEATER 


Because of its insulated construction 
and its super heating unit, pure heat in 
greater volume, entirely free from all 
motor odors, is produced more quickly 
and effectively. 











From the minute the motor starts until 
it stops this truly super heater pours a 
continuous stream of pure heated air into 
the car interior. The specially designed 
Snell register circulates the heat evenly 
throughout the car and can easily be 
adjusted to maintain any desired tem- 
perature. 


Only one Model—Three Sizes 


Dealers: 


Write—Wire—Ask your local job- 
ber for demonstration. They are 
equipped to take care of your in- 
stallations if desired. 





A few territories open 
for distributors 


Pm 


a “ ew ~ *. ~ Y 
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TRIPP-SECORD & CO. > 


DETROIT, MICH. : 
MANUFACTURERS of AUTOMOTIVE NECESSITIES 














September 16, 1926 











The Advertisers’ Index is published as a convenience and not as 


a part of the advertising contract. 


index correctly. 
to insert. 


A. C. Spark Plug Co...Back Cover 


























Ahlberg Bearing Co. 94 
Akron-Selle Co., The. 3 
Albertson & Co. 60 
Alvord-Polk Tool Co. 90 
American Bosch Magneto Corp. 
49 & 50 
American Chain Co. 94 
American Hammered Piston 
Ring Co, 94 
Amer. Tel. & Tel. Co. 78 
Arrow Head Steel Products Co. 


64 & 65 





Badger Rubber Works, The...... 47 
Bearings Co. of America 92 


Black & Decker Mfg. Co............. 
2nd Cover 

















Bosch, Robt., Mag. Co. 94 
Brown-Lipe Gear Co. 94 
Brunner Mfg. Co. 94 
Budd Wheel Co 7 





Canton Foundry & Mach. Co..... 92 
Chicago Solder Co. 91 





Chisholm-Moore Mfg. Co........... 74 
Classified Advertising Section.. 95 





Conneaut Packing Co. 94 
Curtis Pneumatic Mach. Co....... 80 
Cushman & Wakefield, Inc......... 71 


Delta Electric Co., 90 & 93 


Detroit Steel Products Co...52 & 53 





Diamond State Fibre Co.....85 & 86 


Every care will be taken to 


No allowance will be made for errors or failure 




















Dixon, Joseph, Crucible Co......... 89 
Dunn Mfg. Co 92 
Eaton Bumper & Spring Serv- 
ice Co, 95 
Faith Mfg. Company 95 
Farran-Oid Co., The 84 
Fisk Tire Co., The 6 
Fostoria Screw Co........... 3rd Cover 
Francisco Auto Heater Co........... 81 


Fredericks, H. M,, Co. 





Fulton Company, The........ 58 & 
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Gates Rubber Co. 
General Electric Co. 








General Equipment Co. 
Gill Mfg. Co. 
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Greb Co., The 
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YOUR CUSTOMER EXPECTS 
A PERMANENT AND RELIABLE 


TIMING JOB 





YOU CAN ASSURE HIM OF THIS BY 
INSTALLING 


99 








SILENT B® CHAINS 


THE CLAIM TO HIGH MILEAGE HAS 
BEEN PROVED BY THE TEST OF 
MANY YEARS 








SPECIFICATION LIST 


“WHITNEY” 


HIGH MILEAGE 


SILENT CHAINS 





Send for this 
little booklet 


< 





— 





containing our 
Specification List 


THE WHITNEY MFG. CO. 
Hartford, Connecticut 























The Whitney Mfg. Co. 
Hartford, Conn. 


I want that book on chain specifications. 





Name 





Address............ 








[] Service Station [] Fleet Owner 


[] Parts Jobber 








TEST PROVES 
LONGER WEAR 


PROTEX CHAINS 
wear and wear and 
wear. Proof? 

Put a horse-shoe linked 
Protex Chain on one 
tire and the common- 
type chain on the other. 
Run the car over bare 
concrete roads until one 
chain breaks down. 
Then you can take off 
the Protex Chain and 
put it under the seat, for 
two seasons additional 
skid-proof winter service. 
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| This display 
card has made | 

© an instant hit é- 
with dealers. It does deuble duty. Fs 
Serves to advertise Protex to your 
customers. To catch their eye an 
actual, metal cross chain is attached 





to photo of tire. E 

Besides, it offers a useful chart a 
of chain sizes, never before pub- is 
lished. Fills a long felt need. \ 
And any of these distributors list- ¥ 


ed below will furnish you with this 
complete tire chart showing not 
only the proper chain size for all 
cars but a chain conversion table 
that may reduce your stock invest- 
ment. Get it. 


New- l'ype Chain 


that leads sales right to your door. 


S there anything about the chains 

you have been carrying that is 
exclusive, to distinguish it from 
those carried by other dealers in 
your locality? 


Get behind a chain, like Protex, that 
leads sales right to your store. Sat- 
isfied customers must refer their 
friends to you. 


Then, too, Protex Chains give five 
new advantages that the ordinary 
chain never before brought out. 

1. Wear longer. 

2. Are noiseless. 





3. Won’t cut tread. 

4. Less wheel spinning. 

5. Stop skidding, eliminating 
side-skid. 


Alloy steel gives Protex Chains 
their longer life. The smooth in- 
side...same_ side... always 
next to the tire banishes tread cuts. 
And the many flat, one inch surfaced 
horse-shoe links give greater trac- 
tion, far less strain on driving mech- 
anism. 


Being put on tight, Protex Chains 


are noiseless. Being put on tight, 
they are the only chains for soft 
balloon tire use. 


The big selling season is less than 60 
days away. ACT! Your jobber will 


supply you. NOTHING JUST AS \ 
GOOD. PROTEX CHAIN CO., 
Inc. WAYNESBORO, Penna. | 
Accessory Sales Co., 1834 Broadway, New York 
City. eo. R. F. Cotten, 201 N. Broad St., 
Philadelphia, Pa. Walter Eckhouse & Co., 616 ¢ 


S. Michigan Ave., Chicago, Ill. G. 


A. Ashton 
Co., 1547 University Ave., St. P 


aul, Minn. W. 


C. Rice Co., 623 Larkin Street, San Franctsco, i 
Calif. The Carroll Co., 1323 Wall St., Dallas, ( 
Texas. é 
t 
] 


Business side of 
chain next to 
the road. 


Smooth inswe, 
toward the tire. 
Patented ..-»- 
further patents 
pending. 
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Maybe you’ve always thought that 
when the grease shoots out as in the 
picture above, it is a sign that the 
bearing is thoroly lubricated. 

But it isn’t. On the contrary it is 
a sign that the bolt is worn, and the 
grease is merely escaping thru the 
easiest channel. 

When the car is new and the bear- 
ings are tight, some grease may work 
out—but the amount will be small 
and it will work out nearly all around 
the bolt. 

But when the bolt is worn there is 
a clearance at the point opposite the 
point of bearing equal to the wear. 
The grease merely shoots thru this 
easy channel and out at the sides as 
shown in the photograph. 


SOLTS |S 








Shooting more grease into the 
bearing is merely a waste of lubri- 
cant. Instead of going where it is 
needed it goes out the other side. The 
only cure for the trouble is installing 
a new bolt and bushing. And that 
bolt and bushing should be a Blue 
Print—for Blue Print Bolts and 
bushings are made to car manufac- 
turers blue prints—exactly the same 
to the smallest detail as the original 
part. 

Watch the cars that come into 
your shop. You'll be surprised to 
see how many need new chassis 
bolts. There’s a fat profit for you 
in calling the car owner’s attention 
to the inconvenience and danger of 
worn chassis bolts. 





Write today—and ask us to send you “The Tale of a Bolt,” a 
series of bulletins full of bolt and bushing information that will 
show you how to increase your profits. 
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The picture at the top 
is an actual photograph 
of what happened in one 
car when the grease gun 
was put on. The smaller 
picture at the bottom 
shows the same bearing 
cut away to show why it 
happened. In the cen- 
ter is a photograph of 
the bolt removed from 
the bushing. 
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Uppermost in every merchant’s mind should be the 1m- 
portance attached to the character of his trade connections. 
The firm he chooses must be well established with a good 
standing in the trade and with a line of products that 
have not only proven their success but assure the business 
of the future. 


The merchant who makes such a connection builds the 
foundation and assurance for his future business with the 
safeguard that any effort he puts behind such a line will 
be more than repaid him. 


Through the AC connection, dealers and jobbers make a 
contact which ties their business to the most powerful 
organization in the industry, and which insures them 
enormous business possibilities now and for the years ahead. 


AC Products are nationally known: 
AC SPARK PLUGS are used as equipment on over 148 


makes of cars, trucks, tractors and engines. 


AC SPEEDOMETERS are furnished as equipment 


on more than 50% of the output of present day produc- 
tion of cars. 


AC OIL FILTERS are equipment on more than 50% of 
the production of cars being equipped with oil filters. 


AC AIR CLEANERS are sent out as equipment on more 
than 60% of the cars that are equipped with air cleaners. 


AC’s equipment, increasing steadily from year to year, is 
building a tremendous replacement business which will 
carry on as long as automobiles are made. 


AC Spark Plug Company, FLINT, -AMichigan 


AC-SPHINX AC-TITAN 


Birmingham Levallois-Perret 


ENGLAND FRANCE 














